


Burroughs 
earing Hou 








THE BANKING STORY: New York tells it in a big, statewide campaign (See page 42) 


This Month: 


INSURED IRRIGATION LOANS by Edward D. Smith 
A LOOK AT AUTOMATION IN CHECK HANDLING by Henry J. Boone 


BUILDING BANK BUSINESS WITH FARM SERVICE by Clifford Danielson 
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A multi-sided 


SOLVED BY APPLICATION OF WALTER E. HELLER & COMPANY 
LOAN SHARING OR PARTICIPATION FINANCING 


This situation involved $1,500,000 unsecured credit extended to a midwestern 
manufacturer by a New York City and local bank. The manufacturer’s condition 
prompted the bank to call in Walter E. Heller & Company. By putting our heads 
together we resolved the situation to the benefit of stockholders, the Government— 
which retained a potential defense asset, and creditors who were saved from any loss. 

* The New York bank’s loan was cut in half by a sharing arrangement by the 
New York and the local bank on a 40%-10% basis with Walter E. Heller & Company 
taking 50%. 

* The bank’s interest charges were paid directly to them by Walter E. Heller & 
Company. 

* In addition to less exposure, the bank got the benefit of a position secured by 
accounts receivable and a mortgage on the equipment and real estate. 

* Banking overhead costs were not increased because Walter E. Heller & Company 
did all the handling and supervision necessary, and supplied to the manufacturer, 
funds daily, as necessary, under a revolving financing program. 

* Soon the larger bank’s sharing certificate was picked up and the local bank in- 
creased its percentage share with a top limit designated. 

* The company was able to meet its trade bills, balance inventories, sell an unneces- 
sary plant and equipment, negotiate a long-term loan, and maintain its position 
in Government and civilian work. 

* Some time later the company was purchased by a large utilities firm under mutually 
satisfactory arrangements. 

This is one of many case histories, illustrating the range and flexibility of the services 

we bring to bear on situations involving bank credit. Bank officers charged with the 

responsibility of handling credits are invited to make confidential inquiries at any time. 


BANKING SERVICE OFFICER 


WALTER E. HELLER & COMPANY 
Established 1919 


105 W. ADAMS STREET, CHICAGO 90, ILLINOIS 
13th FLOOR: 10 E. 40th ST., NEW YORK,N. Y. 





situation 


THE FINANCIAL SERVICES 


rendered by Walter E. Heller & 
Company are not fully identified by 
simple tabulation because they are 
variously coordinated and applied to 
fit specific situations. 


The following types of supplementary 
financing are flexibly administered 
according to experience gained from 
national operations which now 
represent a volume in excess of 


$600,000,000 annually. 


BANK SHARING 

ACCOUNTS RECEIVABLE FINANCING 
INDUSTRIAL FACTORING 
INSTALLMENT FINANCING 
REDISCOUNTING 


MACHINERY AND EQUIPMENT FUNDING 
INVENTORY LOANS 
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Banking Novel 


Sirs: It is seldom that we have a 
historical novel with so much of interest 
for bankers as Jonathan Blair, Bounty 
Lands Lawyer, by William D. Ellis. It is 
written against a background of Ohio 
banking in the 1880’s when currency 
issued by the banks varied from day to 
day and a man’s worth was often meas- 
ured in the “hard money” he could pro- 
duce at any given moment. The book is 
published by World Publishing Com- 
pany; the price is $4.95. 

The Cleveland, Ohio, author is well 
known for his Ohio Story writings and 
a previous novel, The Bounty Lands. 

ALAN HoMANS, Asst. Vice-President, 

The National City Bank of Cleveland, 

Cleveland 1, Ohio 
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Child Safety Program 


Sirs: We are enclosing a child safety- 
education folder prepared by our bank 
and distributed to 
school children in 
Cincinnati and sur- 
rounding commu- 
nities through the 
cooperation of the 
Greater Cincinnati 
Safety Council and 
the police depart- 
ments. 

This is the second 
year our bank has 
sponsored this pro- 
gram as a_ public 
service. Last year 
we received such a 
favorable reception 
by parents, police, 
parent teacher 
organizations and 
civic groups that the Safety Council asked 
our bank to cooperate again this year. 

Our new folder illustrates numerous 
situations against which children are 
warned, includes suggestions for aiding 
police and a message to parents. Banks 


N HAND TO HELP KEEP 
OU AND YOUR PLAYMATES 


safe & happy 


we ie NATIONAL BANK 
‘] OF CINCINMAT 





interested are invited to write us. 
VERNON E. CURRAN, 
Director of Public Relations, 
The First National Bank of Cincinnati, 
Cincinnati 1, Ohio 
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Service Charge Study 


Sirs: The “Updating Service Charges” 
story in your May issue by R. A. Bezoier, 
president, First National Bank of Roch- 
ester, Minnesota, is beautifully done and 
I am delighted with it. Certainly this 
should be of tremendous help in making 
the Country Bank Operations Commis- 
sion’s program a success. 

J. C. WELMAN, Chairman, 

Country Bank Operations Commission, 

President, Bank of Kennett, 

Kennett, Missouri 
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Sirs: The story about the service 
charge study rings the bell. Already, 
we have received numerous inquiries 
and requests for copies. Within the next 
week I can visualize a tremendous in- 
crease. 

GEORGE AMY, Deputy Manager, 

American Bankers Association, 

12 East 36th Street, 

New York 16, New York 
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Bank Building Award 


Sirs: We thought you would be inter- 
ested in a picture of the building of the 
Bank of Apple Valley, Apple Valley, 
California, which has been granted an 
Award of Merit by the American Insti- 
tute of Architects. 

Each year, a special Honor Awards 
Jury of the A.I.A. selects the nation’s 
top architecture. Because the institute 
is the national professional organization 
of architects, the selection of the annual 
Honor Awards takes on special signif- 


Architects’ award of merit won by California bank 
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icance. No greater architectural honor 
can Be given to a building. 
J. T. S. Horton, Publicity Coordinator, 
American Institute of Architects, 
Ketchum, Inc., Public Relations, 
Pittsburgh 19, Pennsylvania 
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Future Bank Ownership 


Sirs: We were pleased with the report 
in your May issue on the work of our 
Committee on the Future of Bank Owner- 
ship, which is concerning itself with the 
important matter of bank management 
succession. I might add that there has 
been a tremendous interest in this com- 
mittee’s effort and that it is being con- 
tinued on into this year. 

BILL KIRCHNER, Assistant Secretary, 

The Independent Bankers Association, 

Sauk Centre, Minnesota 











SHARING THE NEWS, as the William H. Zins family is doing here, is just one of the many uses of the telephone. Its daily use 





is closely interwoven in our personal lives, health and safety and in the whole fabric of our social and business activities. 


More and More Families have TELEPHONES 


...and there are more and more 
families to want them! 


We are in a period of the greatest 
expansion telephone service has. ever 
known. In the few years since the war 
the Bell System has grown about as 
much as it had during the whole 
previous 70 years of its existence. 


More and more families have tele- 
phones and there are more and more 
families to want them. We Americans 
are increasing tremendously in num- 


bers. We are building and living in 
more homes. We are spreading out to 
the suburbs and our suburbs are cover- 
ing much wider areas. Clearly our 
present-day kind of life steps up the 
need for communication services. 


Through the post-war years, the 
Bell System has added more than 
22,000,000 telephones, bringing the 
present total to over 44,000,000. 


Despite this tremendous increase 
in telephone service, we still have a 
great deal to do. It is our desire not 





BELL TELEPHONE SYSTEM 


only to keep abreast of the public’s 
telephone needs at all times, but also 
to anticipate those needs just as much 
as we can. 


We intend in every practical way to 
fit our services to the individual needs 
of each customer. 


As we make our service better and 
faster—as we make it more attractive 
and even easier to use—that will stimu- 
late additional use of the telephone. 
In short, the better we do our job, the 
more of it we shall have to do. 
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Security Analysts Foresee 
Continued Prosperity 


A majority of the 700 leading security 
analysts who attended the eighth annual 
convention of The National Federation 
of Financial Analysts Societies held in 
New York City last month think that 
business in 1955 will continue good and 
that 1956 will be even better. They has- 
tened to qualify their encouraging pre- 
dictions, however, by agreeing that the 
business trend may be halted by wide- 
spread labor trouble or war caused by 
a misstep in international relations. The 
high level of the stock market was also 
reported as being disturbing, but the 
average business prediction expert can- 
not see a 1929-type “bust” in sight. 

The happy atmosphere of the annual 
meeting was encouraged by a poll of 
analysts in which 57 per cent expressed 
optimism and hardly any one looked 
askance at the prospects for a new high 
level of prosperity. 

Field trips also. The four-day meeting 
of the Federation was devoted to two 
days of meetings and forum sessions and 
two days of field trips to industrial 
plants, development laboratories, stores, 
refineries, and other business establish- 
ments in the New York area. Among 
the tours was a visit to the Brookhaven 
National Laboratory, where the analysts 
had a chance to see the “hot laboratory” 
and the Cosmotron. 

Future of business. Roy Reierson, vice- 
president of the Bankers Trust Company, 
New York City, told the opening general 
session on Monday morning that “the 
pace of the current uptrend, while im- 
pressive, is comparable with our experi- 
ence in other periods of recovery from 
business setbacks.”’ He warned, however, 
against “boomitis” which in some busi- 


ness classifications would be “excessive 
accumulations of inventories.” 

William Zeckendorf, president of Webb 
& Knapp, Inc., of New York City, told 
the conference that “decentralization does 
not necessarily mean a decline of real 
estate values in cities.”” He cited the con- 
struction of 49 new office buildings in 
New York City since 1947. 

Ragner D. Naess of Naess & Thomas 
discussed “The Future of Business.” He 
said “skepticism and caution on the part 
of many business men is a healthy deter- 
rent to excesses,” but added that there 
are no signs of downward business ad- 
justments in the near future. In support 
of his outlook, he asserted that the strong 
position of consumer goods is a result 
of the prolonged period of inventory 
liquidation last year and rising retail 
prices. Capital goods outlays, and the 
continued trend of construction of com- 
mercial industry and public works, were 
also cited as supporting factors. He pre- 
dicted a gross national product of $390- 
billion and personal income in excess of 
$300-billion. 

Public utilities. Typical of the buoyant 
opinions voiced by representatives of 
business was the forum on the outlook 
for public utilities. Donald C. Power, 
president of the General Telephone Com- 
pany, called attention to the demand for 
service as a result of decentralization of 
communities and public demand for au- 
tomatic dialing. He predicted that tech- 
nical developments which will help keep 
the telephone industry growing include 
“carrier systems which multiply the ca- 
pacity of telephone circuits, a new type 
of cable which will be laid between the 
United States and Europe, expansion of 
mobile telephone service already installed 
in 300,000 various kinds of business ve- 
hicles, a ‘walkie-talkie’ extension phone 


for homes, and a new telephone instru- 
ment which enables you to talk and listen 
without lifting the instrument off the 
cradle.” 

On the same panel was William B. 
Tippy, executive vice-president of the 
Commonwealth Services, Inc., who dis- 
cussed the growth of the gas industry. 
Mr. Tippy said that natural gas repre- 
sents nearly 95 per cent of the gas busi- 
ness, which increased from about 5- 
trillion cubic feet in 1946 to 9.2-trillion 
in 1953. He predicted 11-trillion cubic 
feet by 1957. 

Steel industry. In a management con- 
ference conducted by four top officials 
of the Armco Steel Corporation, the ef- 
fects of the expanding consumer markets 
on steel, the development of new prod- 
ucts, and labor relations in the industry 
were discussed. 

W. W. Sebald, president of the com- 
pany, said a year-around demand for 
steel had been developed as a result of 
the expansion of consumer markets, on 
top of the traditional markets found in 
the heavy capital goods industry. New 
products include a stainless steel alloy 
which retains its strength at high tem- 
peratures and a harder and stronger 
valve steel for automobile engines. 

Outlook for banks. Among the second- 
day forums, the outlook for banks was 
covered by Morris Schapiro, New York 
analyst; Walter J. Braunschweiger, ex- 
ecutive vice-president, Bank of America 
N.T. & S.A.; and Charles Cortez Abbott, 
dean of the Graduate School of Business, 
University of Virginia. The panelists 
agreed that more and larger mergers of 
banks are still in prospect and that there 
will be a multiplication of branch of- 
fices. Mr. Braunschweiger said that cur- 
rent deposit trends encourage application 
of the department store principle to cus- 


At security analyst convention, panelists take close look at prospects for specific industries 


Panel on banking, from left: Morris Schapiro, Walter 
J. Braunschweiger, Charles C. Abbott 
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Product diversification cited by President R. K. Ferguson 
and associates, St. Regis Paper Company 
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tomers of banks. He believes that there 
will be a still greater variety of banking 
services for the mass of people, and that 
statewide branch banking may be the 
ultimate solution for the bank expansion 
problem. 

Dean Abbott foresees decreased oppor- 
tunities for “wholesale bankers” who do 
not cater to mass markets. 

Mr. Schapiro said that commercial 
banks are in a “squeeze” and especially 
those lending money at rates most af- 
fected by the regulated money market. 
To work out of this squeeze, the banks 
are forced to diversify, increase their 
business, and cut their costs. Wider op- 
erations make possible efficiencies as 
larger volume and increased revenues 
are realized, and hence lead to lower 
unit costs. 

Paper industry. In the management 
conference conducted by officials of the 
St. Regis Paper Company, Roy K. Fer- 
guson, president, forecast continued 
rapid growth for the paper industry. He 
asserted that paper which had been 
known as a “feast or famine” industry 
had stabilized its operations through di- 
versification, especially in the Kraft con- 
tainer and multi-wall field. Upward price 


| adjustment will not be clarified until a 


pattern of settlement emerges from col- 


| lective bargaining. 


The oil outlook. John G. Winger, pe- 
troleum economist for The Chase Man- 
hattan Bank, New York City, said in 
the forum on the oil industry that the 
present outlook is favorable for the in- 
dustry, and forecast a 10 per cent in- 
crease in earnings during 1955 provided 
that next winter is a normal one. His 
view was shared by Burton St. John, oil 
economist for Shearson Hammill & 
Company. Both men say there is no prob- 
lem in inventory. 

Shelby Cullom Davis, of Shelby Cullom 
Davis & Co., New York City, was ad- 
vanced from executive vice-president to 
succeed M. Dutton Morehouse, Brown 
Brothers Harriman & Co., Chicago, as 
president of the Federation. The nation- 


| al convention will meet in Boston in 1956, 
| and in Cleveland in 1957. 
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Bank Surveys 
Economy of Sweden 
The 100th International Economic 


Survey of countries throughout the 
world is now available from Chemical 


'.Corn Exchange Bank, New York City. 


No. 100 is devoted to Sweden, where 
the economic outlook is said to be gen- 


| erally favorable despite a high industrial 





cost level, heavy government spending, 
and a drain on foreign exchange re- 
serves. 
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Financial School Bells 


Once again the season for banking 
and financial schools is at hand. 

One of the most unusual is a summer 
course that brings the university campus 
and Wall Street together for six weeks, 
as a joint venture of the New York 
financial community and the University 
of Vermont, Burlington. 





The idea behind the course is to bridge 
the gap between theory and practice in 
the financial field, A conference room 
of The Chase Manhattan Bank serves as 
the classroom, and university students 
from Vermont and elsewhere are given 
an opportunity to hear leading financial 
executives discuss practical phases of 
their work. This year’s sessions, June 
20-July 29, will emphasize “The Eco- 





Theory-practice gap bridged 


nomics of Capital Formation,” and will 
deal intensively with the nature and 
operations of securities markets, invest- 
ment analysis, and international finan- 
cial relations. A descriptive brochure is 
available from the university. 

Director and mainspring of the proj- 
ect, now in its fifth year, is Dr. Philipp 
H. Lohman, Converse Professor and 
Chairman of The Department of Com- 
merce and Eco- 
nomics at The 
University of 
Vermont. Partici- 
pating lecturers 
include officers of 
commercial 
banks, invest- 
ment firms, the 
stock exchanges, 
the Federal Re- 
serve Bank of 
New York, the 
World Bank, ete. 

Dr. Lohman, 
who was with “Time” magazine as con- 
tributing editor in business and finance 
before joining the university, has also 
sparked the Vermont-New Hampshire 
School of Banking, which the banking 
associations in both states have spon- 
sored jointly for the past two years. He 
originally organized the school for Ver- 
mont alone, but New Hampshire has now 
joined in the program, which this year 
will be held September 6-9 at The Uni- 
versity of New Hampshire. 








DR. P. H. LOHMAN 
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Also on the educational front, a com- 
prehensive study of real estate finance 
will be the subject of a two-week pro- 
gram in the School of Industrial Man- 
agement at Massachusetts Institute of 
Technology, July 11-22. 
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—When You Have a Custodian Account at Bankers Trust 
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As a bank for bankers, next-door to 
several of the nation’s principal secu- 
rities trading markets, Bankers Trust 
is in an ideal position to offer unusu- 
ally detailed and complete Custodian 
Service. 


Your securities and those of your cus- 
tomers are given the same experienced 
guardianship as our own assets. It’s 
like having an operating unit in New 
York, handling your securities with the 
systematic vigilance you expect from 


your own staff: protecting their phy- 
sical safety, collecting income, super- 
vising purchase, sale, receipt and 
delivery. All your securities in our care 
are always under your control. 


Hundreds of out-of-town banks, cor- 
porations, institutions, insurance com- 
panies and similar organizations use 
our Custodian Service. Let us show you 
how it can work for you. Just call, or 
write to Bankers Trust at 16 Wall 
Street, New York 15, N. Y. 


BANKERS TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 
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As a First National City 
correspondent, you have at 
your command one of the 
world’s largest sources of 
credit information—450,000 
active credit files that help 
you expedite replies to regu- 
lar credit inquiries. And, 
when you need unusual in- 
formation for your own use 
or for customers, our Head 
Office Credit Department 
can provide prompt, thor- 
ough, personalized credit 
investigations. 


This is just one of the reasons 
more and more banks are 
choosing First National City 
as their New York corre- 
spondent. For more about the 
advantages of having your 
New York correspondent 
serve as your banker rather 
than just a New York deposi- 
tary, write us at 55 Wall 
Street. 


Through 
First National City’s 
Credit Information 


Service 


THE FACTS YOU WANT on approximately 
450,000 domestic and foreign firms are available 
to you at a moment’s notice in our active credit 
files. First hand information on individual busi- 
nesses in New York City comes to you from 
First National City’s 72 New York Branches. 


INFORMATION FROM 
OVERSEAS is provided 
by First National City 
officers who keep pace 
with changing conditions 
through 59 of First 
National City’s own 
branches overseas and 
thousands of correspon- 
dents. Here Leo N. Shaw, 
Executive Vice President 
in charge of Overseas 
Division talks with 
Highland C. Moore, Vice 
President who coor- 
dinates correspondent 
relations. 


lhe FIRST 


NATIONAL 
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of New York 





The discussions will be conducted 
largely by Saul B. Klaman of the Con- 
sumer Credit Finances Section, Division 
of Research and Statistics, Board of 
Governors of the Federal Reserve Board. 
Authorities from industry will partici- 
pate as guest lecturers. 

Details and application blanks may be 
obtained from Room 7-103, Massachu- 
setts Institute of Technology, Cam- 
bridge 39. 
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Pension Programs of 
Billion Dollar Corporations 


All 33 non-financial corporations in 


| the “Billion Dollar Club,” consisting of 


U.S. corporations with total assets of 
over a billion dollars, have employee 
pension plans. 

The varying pension programs of each 
of these business behemoths have been 
briefly described in “The TPF&C Let- 
ter,” a leaflet published by Towers, 
Perrin, Forster & Crosby, Inc., a con- 
sultant firm at 12 South 12th Street, 
Philadelphia 7. 

It is noteworthy that there is no con- 
sistency in the type of pension plans 
“Billion Dollar Club’ members have in- 
stalled, whether the plans are contribu- 
tory or non-contributory, insured or 
trusteed. 

On the matter of employee contribu- 
tions, for example, 16 of the companies 
have contributory programs, 10 have 
non-contributory plans, and 7 have pro- 
grams which in part require contribu- 
tions. 

On the question of funding method, 
15 of the companies are currently fund- 
ing their programs through trusteeships, 
9 through insurance, 3 through a com- 
bination of the two methods, and 6 are 
using some other financing method or 
combination of methods. 
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Squeeze on Savings 

The high rate of residential construc- 
tion, the heavy business capital expendi- 
tures, and the continued borrowing of 
state and local governments have com- 
bined to make large demands on the 
capital markets. Some observers are 
even talking of a shortage of savings. 
While it is true that the rate of saving 
has declined moderately, it would be 
unduly alarmist to talk of a “shortage 
of savings.” A much truer description 
of the situation is that consumers are 
devoting almost all of their added in- 
come to current expenditures. To a con- 
siderable extent the recent strength in 
business activity is a consumer expendi- 
ture boom as well as capital goods boom. 

Rate of saving is variable. In the first 


Head Office: 55 Wall Street, New York 
Around-the-clock Transit Service « Collections .«. Credit Information 
Bond Portfolio Analysis « Complete Securities Handling Facilities 
Dealers in State and Municipal Bonds « Participation in Local Loans 
Personalized Service « World-Wide Banking Facilities 
Complete Metropolitan New York Branch Coverage 


Fist in World Wide Banking 


Member Federal Deposit Insurance Corporation 


quarter of 1955 the rate of saving by 
individuals was slightly more than 7 per 
cent of income. This was down from the 
recent high of 8 per cent in 1953. But 
the current rate is not a low one. If 
the history of saving shows anything, 
it is that the rate of saving varies great- 
ly. As demonstrated by the accompany- 
ing chart, the rate of saving within the 
past quarter of a century has fluctuat- 
ed between negative amounts and almost 
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Savings rate fluctuations 


one-quarter of current income. And 
while saving has often been somewhat 
higher in good times than in other pe- 
riods, this has not invariably been true. 
Sometimes consumers have elected to 
use added income for spending. This 
was particularly true in the early post- 
war period. 

The well sustained consumer expendi- 
tures were doubtless a factor in the 
quick recovery of 1954. Even though 
the rate of production and general busi- 
ness activity declined, consumer expen- 
ditures remained high; in fact the dollar 
amount in 1954 exceeded 1953 even 
though gross national product declined. 


Rationing in capital markets. But even | 
though the rate of saving is not low by | 


long-term historical standards, the capi- 
tal markets have faced a very real 
problem. The flow of funds from current 
saving does not tend to take up the new 
security and mortgage offerings quick- 
ly. Insurance companies have been ac- 
quiring mortgages at a faster rate than 
could be met out of current free funds. 
As a result, some mortgages purchased 
have been financed with bank credit. 
At the moment, the most likely cause 
of a decline in residential construction 


probably would be a shortage of mort- | 


gage funds. 


Dealers in municipal obligations have | 


been carrying fairly good sized inven- 
tories. While the situation is far from 


critical, there is a quite evident tighten- | 


ing in the capital markets. Money is not 
readily available for all purposes. For 
example, in some areas new mortgage 
money seems to be available primarily 


for new construction; financing the sale | 


of older homes is not on as favorable 
terms as prevailed a short while ago. 
Older home prices go down where new 
home prices remain firm. Some borrow- 
ers are apparently being discouraged 
from going to the market. In effect there 
is a kind of very mild and informal capi- 
tal rationing taking place. 

Stabilizing factor. This practice of 
capital rationing probably serves to in- 
crease business stability in the long 
run. It should tend to stretch out our 
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Because 
they mean 


rel a[=ler aay 199" profits 


for your bank 


When you sell National 

City Bank Travelers 

Checks, you keep the entire 

selling commission — % of 

1%. Besides this extra 

profit, you’re doing your 

customers a real service. 

For inAmericaandAround FP" @esg 

the World, NCB Travelers tei 

Checks are readily accept- - BSP 

ed like cash. If lost or a ee 

om, they are refunded YOUR CUSTOMERS will appreciate the pro- 
in full. In handy denomina- tection and convenience of the NCB Travel- 


tions of $10, $20, $50 and ers Checks you sell them. Spendable like 
$100, they cost only 75¢ cash at hotels, motels, restaurants, trans- 





per $100 and are good until portation offices, stores, service stations... 
used. wherever travelers go. 


GET THIS SELLING KIT. We provide ex- 
tensive sales aids free of charge, including 
a complete merchandising kit—tailor-made 
for your ready use, enabling you to tie in 
with the vast national and international 
advertising campaign in trade and con- 
sumer publitations building many new cus- 
tomers for you. 


IRST 
1 P.O. eS Oe OS Os OD ae : F. .  S 
of New York 
REMEMBER THESE FACTS: s 


e@ You keep the whole selling commission—% of 1%. 


e NCB Travelers Checks have been sold for over half 
a century. 


e@ Your customers are directed to their bank to buy 
these checks. 





prosperity rather than encourage a 
climactic boom of activity that could 
not be sustained. The present rate of 
savings will finance a lot of capital ex- 
penditures; very nearly as much as 
we have physical factors of production 
to devote to this activity. By good sense 
and restraint, a free capital market is 
once more showing its infinite capacity 
for adaptation to new and differing 
circumstances. 


* oa ad 


Quarterly Report 
to Bank Stockholders 

The Bank of California, N.A., San 
Francisco, has initiated the practice of 
sending quarterly earnings reports to 


its shareholders along with the quarterly 
dividend checks. 

This is belieyed to be the first bank on 
the West Coast to make such reports 
quarterly instead of annually. 
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Business Forum Luncheons 


A series of six business forum lunch- 
eons is currently being sponsored by the 
First Commercial Bank, Chicago, for 


local leaders of business, finance and 
industry. It is the bank’s objective to 
bring to this group some varied ap- 
proaches to economic problems, through 
the presentation of speakers with un- 
usual backgrounds and qualifications. 
For instance, the speaker shown in 
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Since its founding near the turn of the century, 
this firm has been identified with the original 
underwriting and distribution of debt obligations 
for representative borrowers in virtually every 
major field and locality in the country, while still 
confining itself to the offerings of well established | 


communities and corporations. 


We make available. to bank investment officers an 
exceptional diversity of public utility, railroad, 
industrial and tax-exempt securities, together with 


helpful knowledge and service based on our long 


Your inquiry is invited. Send without obligation 
for our latest list of select offerings. 


HALSEY, STUART & CO. Inc. 


123 SOUTH LA SALLE STREET, CHICAGO 90 « 35 WALL STREET, NEW YORK 5 


AND OTHER PRINCIPAL CITIES 



























Noted economist is speaker 


the view above is noted economist Louis 


| J. Paradiso, chief statistician and assist- 


ant director of the Office of Business 
Economics of the Department of Com- 
merce in Washington. He documented 
an optimistic picture of orderly busi- 
ness health and progress. 

Shown with Mr. Paradiso is Howard 
K. Hurwith (left), board chairman of 
the bank, and President Harold H. Stout. 


| Stock Trading. 


Latin American Style 


“Informality” is eminently the key 
word to describe trading activity on the 
stock market at Medellin, fast-growing 
industrial city of Colombia, South Amer- 
ica. 

According to a local financial writer, 
the market does a satisfactory volume 
of business but is not incorporated, has 
no meeting place, and does not publish 


| data on prices or the volume of trading. 


| would provide 









Not even an audit of the brokers’ books 
complete information, 
since people continue to play the market 
after office hours. The usual procedure 
is for the sellers’ broker to call a col- 
league and wait on the phone, while the 
other contacts a likely client over an- 
other line to ask, “Does this price in- 
terest you?” 

Based on trust. Trading in futures is 
one of the main characteristics of the 
Medellin market. Trading rules are based 


_ on the belief that a man means what he 


says. Thus even for futures, involving 
large amounts, the two parties only sign. 
an informal agreement stipulating the 
essential information. The rules provide 
for grace periods and moderate fines in 
the event of delays. During the past 
decade there has been only one instance 
of a defalcation by a broker, and in the 
infrequent cases of a bona fide failure 
of a plunger, the brokers’ association 
arbitrates the case and prorates the 
losses. 

The local residents drifted quite natu- 
rally into stock trading. The majority of 
them moved to the city from villages in 
the mountains and at heart remained 
farmers with the farmer’s love for swap- 
ping. When Medellin began to grow, 
brokers made their appearance to offer 
bank drafts on London or Hamburg, 
gold in bricks, or anything else that 
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, 8 CENTURIES ago Voltaire said, “He who 
makes two blades of grass grow in place of 
one renders a service to the State.” The job 
of Standard Oil Company (New Jersey) and 
its affiliates is something like that — to pro- 
duce oil where none was produced before and, 
by so doing, to create wealth for everybody. 


How well have we been doing this job? 
Our Annual Report for 1954, which has just 
been sent to the 300,000 shareholders who 
own Jersey Standard, tells about it. 


It tells how wealth was created by extend- 
ing known oil fields . .. And by discovery of 
new ones . . . By converting crude oil, itself 
of little value, into hundreds of useful prod- 
ucts .. . By moving petroleum products from 
where they were made to where they were 
needed. 


All these things helped the people and 
strengthened the nations where we do 
business. 


Some highlights of these activities, drawn 
from the Annual Report, are set forth here 
as a matter of public information. 


1. During 1954, the free world used 
more oil than ever before. And oil is 
energy, which is basic to the world’s 
progress. 


2. To meet these needs, our affiliates 
produced and refined more oil than 
ever before in the Company’s history. 
But additions to oil reserves were 
greater than the oil used. 


3. We had vigorous competition every- 
where. There is nothing like competi- 
tion to bring you better products and 
service. 


4. 1954 was our top year in sales, 
earnings, and dividends-paid to owners. 


5. During the year, we spent 764 mil- 
lion dollars for new equipment and 
for exploration. Since World War II, 
we have spent 5 billion dollars for the 
means to meet your future oil needs. 


6. Research was productive. Our re- 
search affiliate obtained more patents 
on products and processes than an 
other oil company. In Linden, N. J., 
the first atomic laboratory in the oil 
industry is being built to study the uses 
of radiation in oil refining. 
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7. Current developments in atomic 
energy will mean greater availability 
of electric power: increased mechan- 
ization, expanded industry, and greater 
use of petroleum products. The oil 
business will gain, and you will have 
the benefits of both kinds of energy. 


8. We played an important part in 
arranging to return Iran’s oil to world 
markets. 


9. A world’s safety record for major 
refineries was set by Esso employees 
at Baton Rouge, La....7,911,769 man- 
hours with no disabling injury. This 
passed the previous record by more 
than a million man-hours. 


10. We have long supported education 
through our taxes. We have also felt 
an obligation to aid privately supported 
colleges and universities, which are an 
important source of new employees 
and of informed citizens. During 1954, 
we contributed about a million dollars 
to such institutions. 


If you wish a copy of the full Report 
for 1954, write to Standard Oil Com- 
pany (New Jersey), Room 1626, 30 
Rockefeller Plaza, New York 20, N.Y. 


STANDARD OIL COMPANY (NEW JERSEY) 
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promised to increase in value. Later on 
they added government securities and 
finally stocks. Thus the latter are just 
one more commodity which can be 
swapped. 

“Welching” unpopular. The system of 
honor trading is possible only in Medellin 
because everybody knows everybody else. 
Though it is now a highly industrialized 
city of 330,000, the clan spirit has re- 
mained strong and family histories are 
well known. As one broker has explained: 
“The worst investment anyone here can 
make is to make money welching on a 
deal. He immediately becomes an outcast 
and may even have to leave Medellin.” 

The Medellin speculator does not need 
anyone else’s opinion; he prides himself 
on knowing what a stock is worth. “Peo- 
ple are stock conscious,” says one broker, 
in telling how he had been corrected by 
a shoeshine boy because the latter had 
just bought a few shares and knew the 
very latest price. 

Traders all “bulls.”” When the outlook 
is uncertain, the average Medellin trader 
prefers to await developments and just 
sits back. He is too optimistic to speculate 
on bear markets. When things look right, 
operators form pools and plunge on a 
large scale. “‘There’s no secret about the 
numbers of these pools,” it is explained. 
“They are all known, and it’s considered 
within the rules to try to clean out even 
one’s own brother.” 

A regular stock exchange never had a 
chance in Medellin despite several un- 
successful attempts. The excuse given is 
the fear that commissions would be raised 














Typical trading activity at the Bogota Stock Exchange 


to the Bogota level, but it is reported 
that the real reason is that traders 
would have to reveal their profits for 
income tax purposes. 

Association formed. When the field be- 
came too crowded by hopeful would-be 
brokers, the older firms established the 


Association of Stock Brokers in 1947 and 
limited their number to 31. Currently 21 
firms are active, some of whom are new- 
comers who bought franchises at prices 
of roughly $5,000, subject to association 
approval. 

The association publishes a daily bul- 



















Coverage bound at time of postmark. 


Send us the following information and we will 


send the policy promptly: 












3. 30-Day Trip Collision 


5. Personal Effects — 
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Make of Trailer. Serial Year. 
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Amt. & Kind of Coverages 








Total Encumbrance___. No. Installments__. Amt.___. 


complete coverage 
for trailer dealers and 


financing factors 


$50 deductible—$20 
$100 deductible—$15 


4, Vendor's Single Interest 
(Conversion, secretion, embezzlement, “‘skip”’) 
New Trailers—$9.50 per Yr. 
Used Trailers—$12.50 per Yr. 


s 


If not licen 

we will ae oe 
in becoming ”°Y 
Walifieg if 
Permissable 
your State, 





1, Fire, Theft, Combined Additional Coverage 


Prevailing standard rate 


2. $50 or $100 Deductible Collision 


Prevailing standard rate 
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Available with same coverage as item 1 — $2.00 per hundred, 


6. Credit Life and Disability 


Life: 1% per yr. based on total original encumbrance 
with coverage reducing with installments. 

Accident and Health: (available only with Life) 14% 
per yr. on original encumbrance. Disability benefits 
begin 31st day and cover monthly installments. 


25% BROKERAGE 


Coverage through largest finance insurance organization 
with excellent credit rating. All risks reinsured. 
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406 Beach Drive N., St. Petersburg, Fla. — Phone 5-4113 


DAY & COQ. 
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letin, but the prices given are not those 
at which stocks were bought, and only 
reflect the opinion of three brokers on 
their worth. If the opinions differ too 
widely, the association secretary calls 
another three brokers. The bulletin con- 
tains no information on the value of the 
transactions. 

Similarly the relationship between 
brokers and their clients is said to be 
somewhat peculiar. It has been noted 
that Medellin brokers operate more as 
independent agents than as clients’ rep- 
resentatives, and consider themselves 
free to tell their clients that others 
might be interested in offers. 

Bogota more orthodox. In comparison, 
the Bogota Stock Exchange is the only 
official exchange of the country and 
operates as a stock corporation under 
the supervision of the Office of the Bank- 
ing Superintendent. The exchange shares 
are held by about 200 stockholders, prin- 
cipally by brokers, insurance companies 
and other long-term investors. 

In volume of transactions Bogota 
ranks third in Latin America, directly 
behind Buenos Aires and Sao Paolo. Ap- 
proximately 100 corporations are regis- 
tered for trading, and transactions in 
1954 totaled about $68 million. Luis 
Tamayo, manager of the exchange, states 
that practically all transactions in 
Bogota are handled through the board, 
and believes that Bogota is ahead of the 
other. Latin American exchanges in this 
respect. 

Estimates of the Medellin volume in- 
dicate that it is about equal to Bogota 
in industrial stocks, but lower in fixed 
interest paper and in bank stocks. Con- 
trary to Medellin, Bogota trading is 
largely spot with few future terms. 

Taxes imposed. Somewhat over a year 
ago, stock dividends were for the first 
time made subject to income tax, and 
a capital gains tax was imposed. A drop 
in the market followed, but prices later 
recovered to their former level. 

The increased popularity of stock in- 
vestment is seen from the fact that 
shares of registered corporations on the 
Bogota Stock Exchange are now held 
by about 152,000 persons, compared with 
about 81,000 five years ago. Moreover, 
many Bogota brokers are now repre- 
sented in the provinces, reportedly with 
good results. 

High return. Stocks with a constant, 
ready market which are popular with 
investors return between 9 and 11 per 
cent annually, while trading is slow in 
shares yielding less than 8 per cent. 
These high rates are said to result from 
stockholder pressure that forces the 
average corporation to appropriate 
almost its entire net profit for dividends, 
after taxes and normal reserves, although 
some firms manage to add to reserves 
without letting the stockholders know. 

In exchange for high rates of return, 
many industries have managed to syphon 
substantial portions of the dividends 
back into the companies through new 
stock issues at attractive prices below 
the market. Part of the industrial ex- 
pansion has been financed by short term 
bank loans, but the need has been &&- 
pressed for long term loans which would 
be cheaper than equity capital. 


June, 1955 














BUSINESS CONDITIONS IN 
SOUTHERN CALIFORNIA 





FACTORY EMPLOYMENT 





LOS ANGELES NOW 3RD U.S. INDUSTRIAL CENTER 


ANUFACTURING employment in the Los Angeles Metropolitan 
Area has climbed in recent months to the highest level in history, 
after declining moderately in the 1953-54 readjustment period. 


Official estimates by the U.S. Bureau of Labor Statistics indicate 
that the Los Angeles area has become the third largest industrial center 
in the nation. Factory employment here has been above the Philadelphia 
area since May 1952 and above the Detroit area since February 1954. 
Los Angeles has maintained its lead over Detroit, and hence its third 
position, despite high automobile output during recent months. 





EMPLOYMENT IN MANUFACTURING 
IN FOUR MAJOR METROPOLITAN AREAS 
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THOUSANDS OF WAGE AND SALARY WORKERS 
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MonTHLY SuMMARY OF Business CONDITIONS IN SOUTHERN CALIFORNIA, from 
which this excerpt was taken, is published regularly for friends and customers of 
Security-First National Bank by our Research Department. If you would like to 
receive it free of charge regularly, write Bank and Customer Relations Department. 





MANAGING COMMITTEE | RESOURCES OVER 1% BILLION DOLLARS 
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The Banker as an Investment Counselor 


Condensed from a talk at the Missouri Bankers Association convention 


By Gerald M. Loeb 
Partner, E. F. Hutton & Company, New York City 








Bankers are a fortunate group. They 
get a dollar from their depositors, and 
all they have to do is later give back 
another dollar. Sometimes they add a 
little interest along the way. 

We stock brokers have a tougher task. 
People come to us and want to invest 
their money and get back a profit. They 
want at least enough to be able to buy 
as much as when they invested their 
funds. 

If you come to think about it, this 
business of a constant change in the 
purchasing power of money is pretty 
hard on most of us. It means that the 
real key to successful saving is to know 
whether to plan for inflation or defla- 
tion. A real unchanging purchasing 
power for any currency anywhere is an 
impossible dream. 

Inflation trend. There are many forces 
that work to weaken the purchasing 
power of money. Among them are: the 
appeal of a higher pay envelope, the 
general urge to work a lesser number 
of hours a week without a greater 
amount of productivity, and the effect 
of wars. 

On the other hand, the currency is 
strengthened by: peace, hard work, bet- 
ter and greater production. 

Over the long run, inflation wins. 

How can thrifty savers cope with 
this problem? What can we do—in our 
respective positions of responsibility— 
to help them realize the most from the 
monetary rewards accumulated over a 
lifetime? 

Equities the answer. I think that the 
public is going to turn more and more 
to buying common _ stocks—equities— 
and that this buying is the real power 
behind the present stock market rise. 
As more and more people realize the 
importance and usefulness of investing 
in equities and seek out ways to do so, 
there exists a strong moral obligation 
on the part of the financial community 
literally to go out and educate the 
people on this vital matter. 

Many are coming to bankers for in- 
formation. Should they own stock? How 
to buy stock? Where? To what extent? 
Which one? 

Banker responsibility. When the aver- 
age person thinks of a solid citizen to 
turn to for advice, he thinks of the bank- 
er. The New York Stock Exchange sur- 
vey illustrated this point very well. 
One-third of the families not owning 
shares indicated they would go to banks 
if they wanted to obtain details about 
investing in stock. Even among share- 
owning families—those who have had 
some brokerage contact—there was 
still one out of four who said they would 
inquire of their bankers for advice on 
investing. That’s a strong endorsement 
of the banker’s position of influence. 
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“Bankers can guide” 


The fact is that there are numerically 
very few brokers. -Most first investors 
don’t know where these brokers are. 
Nobody, obviously, is ready for equity 
investment until he has a bank account. 
It can be truthfully said that every 
potential stock buyer is known to some 
banker somewhere. And that is why I 
have come to the conclusion that much 
of the job of broadening the base of 
equity ownership from today’s few to 
tomorrow’s many will initially be a 
banker responsibility. 

I know it is vital for a bank to build 
up its deposits. 

It is just as important to keep a de- 
positor’s funds properly balanced. 

Profit aspect. There will be no direct 
financial profit to banks from such a 
policy. Neither is there any direct finan- 
cial profit to brokers who undertake to 
educate and guide the newcomer. The 
1% per cent, more or less, commission 


that we receive was never meant to 
cover education, merchandising and 
counsel. 


However, we both will benefit in the 
long run. One result will be a better 
customer for the bank, and another will 
be a better-functioning economy. The 
stimulation of public equity investment 
in industry—particularly in providing 
new capital—is the same as injecting 
fuel into an expanding economy. 

A bank can only grow as rapidly as 
the community it serves. And the pros- 
perity of the community is in direct 
ratio to its business health. Every busi- 
ness enterprise is dependent upon the 
gwowth of other companies—be they 
suppliers or customers—for continued 
health and progress. 
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Dollars return. There is absolutely 
nothing contrary to the best interests 
of the bank, when the banker fosters 
investment in securities. Like the bibli- 
cal bread upon the waters, the dollars 
that go to work out of town send dol- 
lars back to the bank as deposits. 

Banks have been encouraging the 
investment in savings bonds in the inter- 
est of our nation’s welfare. Isn’t in- 
vesting in stocks equally vital to our 
nation’s growth? Everyone has gained 
from our expanding economy. 

I never tell the first-time investor to 
put all his money in stocks. I ask him 
how much he has in the bank, how much 
in Government bonds and how much in 
insurance. It is only when I feel he has 
the adequate reserves his personal situa- 
tion calls for that I proceed to invest his 
extra savings in inflation hedges for 
resultant income or capital gains. 

I feel that in a similar exploratory 





manner, bankers can guide their deposi- | 
tors’ finances to a proper and advan- | 


tageous balance. And that includes in- 
vestment in common stocks of Ameri- 
can corporations. 


What about losses? We often hear 
about how much people have lost in 
the stock market. But we never hear 
about the money people have lost by 
not owning common shares. 


Any man who kept all his savings in | 


cash, bonds, mortgages, bank deposits 


and the like while the cost of living was | 
advancing, was the loser, even as much | 
as the man who bought stocks unwisely | 


and lost money through their decline. 

I have found from 35 years’ experi- 
ence that financial safety lies only in 
doing the right thing. It does not lie 


in doing nothing, or in keeping your | 


money in a storm cellar. 

It is*human nature to be cautious of 
a fire after one has been burned. I 
suspect that much of the reiuctance on 
the part of banks to adopt a positive 
policy of offering stock investment ad- 
vice is an unwarranted concern over 
the experiences of 1929. Anyone who 
has been cautious about sound equity 


investing since 1932 has been guilty | 


of extreme over-caution. He has hurt 
the people he has tried to help. The 
loss in buying power has been truly 
enormous. 

I realize that many banks have trust 
departments which counsel customers 
on equity securities. But I am thinking 
more of having banks expand the scope 
of their guidance when no trust serv- 
ices are required. 

Belong in financial diet. Common 
stocks belong among the first liquid 
savings, after an individual has put 
aside only enough for emergency needs, 
for their ability to partly offset higher 
costs of living. They belong because they 
represent a stake in American growth, 
American energy, American inventive- 
ness. 

Mass investment in stocks should and 
will be part of America’s financial diet. 
I cannot state too strongly that a good 
share of the responsbility and oppor- 
tunity to convey this thought, to the 
12,000,000 families with annual inconfts 
of $5,000 or more that do not own 
stock, lies with the nation’s bankers. 
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SPECIALIZING 

IN 

CANADIAN INDUSTRIAL 
FINANCE 


Businessmen who are interested in establishing or expanding 
Canadian industrial facilities might find it worthwhile to consult 
with the Industrial Development Bank, a wholly owned subsidiary 
of the Bank of Canada. |.D.B. has wide experience in Canadian 
industrial problems and specialized knowledge of business prac- 
tices, markets and many other factors affecting the success of a 
Canadian venture. Should term financing be required for a 
plant and equipment of a type not available through regular 
commercial channels on reasonable terms and conditions, |.D.B. 
may be able to suggest a practical answer. If you would like 
more information we suggest you communicate with: 


INDUSTRIAL DEVELOPMENT BANK 


Office of the General Manager 
901 Victoria Square, MONTREAL, CANADA 
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Ir Your Bank does not handle this 
type of business, CommeErctat CreDIT 
can help your customers who need 
more funds than are justified under 
their banking lines of credit. CommEr- 
ciAL Crepit’s Accounts Receivable 
Financing can function quickly and 


Battimore 1—200 W. Baltimore St. smoothly, and does not interfere with 
Cutcaco 6—222 W. Adams St. your banking services to these cus- 
Los AncEes 14—722 S. Spring St. tomers. Any CommerciaL CrepIT 
New Yorx 17—100 E. 42nd St. CorporRATION divisional office listed 
ees Bonmciton 4a thet on the left will be glad to furnish infor- 


mation to you or your customers. 
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A Service Available Through Subsidiaries of 


CoMMERCIAL CrEDIT COMPANY 
Capital and Surplus Over $170,000,000 
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Who's whe in NVew ele > 


Wherever you or your customers do business, it 
helps if you know the right people. One way to 
know them is through Bank of America—for this 
bank’s fast-growing International Department. 
maintains overseas branches, traveling represent- 
atives, and correspondent connections in every 
part of the world. They assure you of maximum 
dependability—maximum service—in every type 
of transaction. For information, wire or write 
Bank of America, 300 Montgomery Street, San 
Francisco, or 660 South Spring Street, Los 
Angeles. Attention: International Banking De- 
partment. 


Bank of America 


NATIONAL {8451422 ASSOCIATION 


MEMBER FLOCRAL OC POSIT INSURANCE CORPORATION 


BANK OF AMERICA (INTERNATIONAL), New York 
a wholly owned subsidiary 
OVERSEAS BRANCHES: London * Manila * Tokyo * Yokohama « Kobe * Osaka * Bangkok * Guam « Duesseldorf * Singapore 
REPRESENTATIVES: New York * Mexico City * Milan « Paris * Zurich * New Delhi * Havana 
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Savings Growth Decline 
Spurs Competition 

A marked decline in the rate of savings 
growth has been noted in recent weeks in 
many parts of the country (see also 


page 6). The slowup comes at a time 
when the general business pickup shows 
no signs of waning, and when financial 
institutions of all kinds need more and 
more funds to fill their loan demands. 
To meet the problems, the various finan- 
cial institutions are stepping up adver- 
tising programs and employing savings 
incentive programs. : 

Increased advertising budgets. The 
American Bankers Association is urging 
its members to increase their advertising 
and promotion budgets, and it is expected 
that the budgets of banks this year will 
reach $72 million. This will be an in- 
crease of 6 per cent over last year. The 
savings and loan associations are ex- 
pected to make an even greater increase, 
of about 19 per cent, and their advertis- 
ing budgets will swell to $43 million. 
Life insurance companies are expected 
to spend some $40 million, a gain of 
about_10 per cent. While not all of this 
money, of course, will go for the promo- 
tion of savings accounts, the percentage 
allocated in that direction will be very 
large. 

More interest on savings. Apart from 
the increased advertising expenditures, 
the banks in many sections of the coun- 
try are upping their interest rates and 
dividend payments. Generally, savings 
banks at the end of 1954 were paying 
2.84 per cent, compared with 2.65 per 
cent in mid-1954. Around the first of the 
year, most Maine banks were paying in- 
terest dividends at the rate of 1% per 
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SAVINGS PLANS 


REGULAR FIRST BANK SAVINGS 
qverenteed 


ACCOUNTS, which earn 


DOUBLE-DOLLAR SAVINGS ACCOUNTS, 
which combine interest with ed- 


SPECIAL SAVINGS PLAN, which cerns the 
interest 


Bee ee | | 


Savings promotion folder of The First National Bank of St. Paul, Minnesota 


“Double Dollar” insured plan is one of three offered 


cent to customers every six months. 
In Tennessee earlier this year more 
than a score of banks raised their inter- 
est rates on savings accounts from 2 to 
the maximum of 2% per cent. According 


to Grady Hud- 
0 
23 
2/0 





dleston, secre- 
tary-treasurer of 
the Tennessee 
Bankers Associa- 


tion, an associa- INTEREST 
tion committee 

named to make a NOW PAID 
survey on savings Sa ° 


interest rates last 
year, reported 
that 50 of the 
state’s 294 banks 
paid no interest 
on savings ac- 
counts, 21 paid 1 
per cent, 7 paid 
1% per cent, 110 
paid 2 per cent, 
and three paid 
2% per cent. While the survey was in- 
complete, it was indicative of the prevail- 
ing rates. 

Savings-loan incentives. A big push 
for new savings accounts among savings 
and loan associations in Tennessee 
which began late last year is continuing. 
The Home Federal Savings and Loan, 
Nashville, gave away radios retailing at 
$27.95 for each new account which 
earned at least $25 within three years. 
The result was that 2,151 new accounts, 
totaling more than $1,100,000 were 
opened. Individual deposits ranged from 
$25 to $30,000, including several of 
$10,000. 

In another instance, the First Federal 
Savings and Loan in Nashville, in open- 
ing its new building, gave away flower 
plants, piggy and umbrella banks. It re- 
ceived 987 new accounts totaling nearly 
$2,000,000. Then, when the Fidelity Fed- 
eral Savings and Loan, opened a new 
building across the street, it gave seven 
$100 door prizes, piggy banks and key 
cases, and received $1,750,151 in 953 new 


SAVINGS 
DEPOSITS 


EFFECTIVE JANUARY Ist, 1955 


nm 
puest MERICAN 


Coed 
NATIONAL BANK 


4 Prpes tcercme Copan 











In Nashville 


accounts from the 25,000 people who at- 
tended the open house. Security Fed- 
eral, which moved its main office to Nash- 
ville in January, gave away a variety of 
articles, including television sets, vacuum 
cleaners and items of food. Between its 
opening date and February 15, it gained 
1,481 new accounts in Nashville, 2,300 
in all three of its offices, totaling approxi- 
mately $2.5 million. 

Double Dollars Savings. A program to 
increase its savings deposits, known as 
the “Double Dollar Savings Plan,” has 
been used with success for some time 
by The First National Bank of Saint 
Paul, Minnesota. The plan, which was 
instituted by the Minnesota Mutual Life 
Insurance Company of Saint Paul, com- 
bines an insurance feature with a reg- 
ular savings account. 

The plan provides that upon the death 
of a depositor every dollar up to $1,000 
in his double dollar savings account will 
be matched by the bank with an addi- 
tional dollar for the depositor’s family. 

Anyone from age 1 to 55 may open a 
double dollar savings account, which re- 
mains operative until age 60. Anyone 
also may still have a regular savings 
account in any amount without the 
“double dollar” feature, and the “double 
dollar” account may also be opened in 
the name of two or more individuals. 
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Projections in the Economy 
An excellent discussion on the subject, 
“Potential economic growth of the 
United States during the next decade,”’ 
was carried in a recent issue of the 
Monthly Business Review of the Fed- 
eral Reserve Bank of Dallas, Texas. The 
discussion was a summary of a study re- 
leased by the Joint Committee on the 
Economic Report, 83rd Congress. 

“This report,” said the Dallas Fed, 
“presents to the alert businessman a 
guidepost as to the direction and rela- 
tive magnitude of the economic gains 
expected during the next ten years. To 
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AFTER Exposure 


It’s easy to see whether 
a paper is really 
PERMANENT. 


To find out the relative permanence of 
two papers, simply place an opaque 
patch on each and expose to 72 hours of 
intense, out-of-door sunshine. Then re- 
move the patches. The degree of fading 
is the degree of non-permanence 


The sun shows surely. It turns non- 
permanent papers yellow, highlights 
the make-believe. Fading is a certain 
sign of disintegration just as rust is in 
metal. 


Such comparisons are urged by the 
L. L. Brown Paper Company in connec- 
tion with its permanent papers. The 
recommendation goes further: 


Users are advised fo select 
the least fading papers 
regardless of who makes them. 


This policy and comparative tests help 
to explain why L. L. Brown permanent 
record papers are used for more public 
records in more counties for more years 
than any other papers offered for perma- 
nent recording. 


It’s always safe to standardize on L. L. 
Brown permanent record paper. And it’s 
economical, too. For record papers, 
even the highest grade, add only negli- 
gibly — if at all — to total accounting 
costs. 


Your regular supplier knows L. L. 
BROWN papers. It will pay you to have 
him help you select those best suited to 
your particular needs. L. L. BROWN 
PAPER COMPANY, Adams, Mass. 


L.L. BROWN 


LETTER & RECORD 
PAPERS, 
(ax 


“$O MUCH extra value 
FOR SO LITTLE extra cost” 


Since 1849 


















Age Classes 
75 yeors and over 
70 to74 
-65 to 69 
60 to 64 
55 to 59 
50 to 54 
45 to49 
401044 
35 to 39 
30 to 34 
25 to 29 
20 to 24 
1S tol9 
10 to 14 
§ to 9 
Under 5 years 





SOURCE: U S. Bureau of the Census. 


PROJECTIONS OF TOTAL POPULATION IN THE UNITED STATES 
* BY AGE GROUPS, JULY 1, 1955 AND 1965 
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Used in Dallas Fed study to cite implications of population rise 


this extent that it provides the business- 
man with a firmer basis for arriving at 
management decisions, the report is a 
valuable tool.” 

Population rise, prime factor. The 
committee report begins with the trends 
in population as a prime factor affecting 
potential national production and de- 
mand for goods and services. Basic 


| assumptions made by the U.S. Bureau 
| of Census indicate that by 1965: Total 


population for the country will be 190 


| million; population of those 14 years of 


| number of households will 





age and over will be 137 million; the 
total 56 
million. 

The Monthly Business Review’s dis- 
cussion goes on to say that the projec- 
tions in the accompanying table on popu- 
lation have important implications as to 
the size and structure of the labor force, 
the type and size of the market for con- 
sumer goods and services; and, ultimate- 
ly, the capacity requirements of specific 
industries. For example, in that portion 
of the population between the ages of 
10 and 24, it is expected that there will 
be an increase of nearly 14,115,100 per- 
sons; and in that portion 50 years of 
age or over, an increase of 7,801,000. 
These two groups account for all but 
3,218,000 of the total gain expected in 
the population between 1955 and 1965. 

Private investment demand. According 


| to the discussion of the joint committee 





| 
| 


| 


report, the estimates for the demand for 
private investments are based on four 
assumptions. These are: 

1. That residential nonfarm construc- 
tion is assumed to increase from $11.9 
billion in 1953 to $16 per year by 1965. 

2. That business expenditures for 
plant and equipment will amount to 
about $60 billion per year by 1965, com- 
pared to $38 billion in 1953. 

3. That net foreign investment in 
1965 is assumed to be $2 billion per 
year compared to minus $1.9 billion in 
1953. 

4. That the annual increase in inven- 
tories is assumed to be $3 billion per 
year by 1965 compared to $1.5 billion 
in 1953. 

Personal savings. The Dallas Fed notes 
that personal savings are assumed by the 





report to decline from the average of 
7.9 per cent prevailing over the last 
3% years to an average of about 6 per 
cent of disposable personal income by 
1965. This rather sharp change is based 
upon the need to provide a larger market 
for consumer goods, which in turn, will 
encourage a higher level of business 
investment. 

The Dallas Federal Reserve Bank’s 
summary of this timely report contains 
much valuable other information and 
charts. Copies of the Fed’s Monthly Busi- 
ness Review containing the summary 
may be obtained by writing to L. G. 
Pondrom, vice-president, Federal Re- 
serve Bank of Dallas, Texas. 
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The Todd Company to be 
Burroughs Subsidiary 


Acquisition of The Todd Company, 
Inc., Rochester, New York, by Burroughs 
Corporation was expected to be approved 
by Todd stockholders on June 3. The 
Todd firm has long been prominent in 
the bank field. 

In making the joint announcement of 
the proposed sale, John L. Coleman, Bur- 
roughs president, and George L. Todd, 
president of The Todd Company, empha- 
sized that although the products of the 
two companies are not competitive, the 
two companies for many years have 
served substantially the same customers. 

“For some time we have been collabo- 
rating on complementary research in our 
respective fields,” said the announcement, 
“and we have found that the special ex- 
perience and interests of each company 
have supplemented in a real sense the 
work of the other. Under the proposed 
arrangement, this kind of cooperative 
effort will be even more effective.” 

The Todd Company has been engaged 
since 1899 in the manufacture of pro- 
tective devices such as checkwriters and 
check signers, safety paper, checks and 
other forms associated largely with the 
disbursement of funds by business and 
banking institutions. 

Under the proposed plan of reorgani- 
zation, the activities of The Todd Com- 
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' in every section of the state, we are 
able to offer direct-to-the-point 
' collection of your Wisconsin 
_ checks! And our modern Transit 

Department works ‘round the clock ! 
I _ These are two good reasons for 

- maintaining a First Wisconsin 
account—your master key to complete. 

_ metropolitan banking service geared . 
to your Wisconsin requirements. 
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" - - THE FARMERS SAVINGS AND TRUST COMPANY 
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Combined daily statement, general ledger posting facilitates separate unit branch operation 


pany will be conducted as an operating 
subsidiary of Burroughs Corporation, 
with its own research, sales and manu- 
facturing organization. The present of- 
ficers, management and personnel of The 
Todd Company will continue in their 
present capacities. 
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Streamlining a Branch’s 
Daily Statement Posting 
With ever increasing clerical cost and 
a steadily mounting volume of work, bank 
operations men are always on the look- 
out for new methods. Any operation 


that can be simplified or streamlined is 
obviously a boon. 
While planning for its new Marion 


Avenue Office, the Farmers Savings & 
Trust Company, Mansfield, Ohio, kept 
this idea constantly in mind. Since the 
office was to be operated as a separate 
unit, it meant that a complete commercial 
bank operation would be necessary. In 
addition, it would be desirable to have 
the daily statement prepared and sent to 
the main office at the end of each day. 

After careful analysis it was decided 
to combine the operation of posting the 
daily statement with the posting of the 
general ledger accounts. Since the office 
would have only 5 people it required co- 
ordination from the teller’s window right 
through to the daily statement operation. 

“Accordingly,” says W. Bruce F ye, as- 
sistant treasurer of the bank and man- 
ager of the new office, “teller’s sheets and 


drawers were so designed that items were 
sent to a central proof desk, already 
sorted and run. Our combination secre- 
tary, telephone operator, vault attendant, 
etc., was trained to process the items, 
balance the proof desk (which is simply 
a master teller’s sheet) and then balance 
as a journal the same proof sheet, i.e., 


(Resources) (Liabilities) 
Debits equals Credits 
—Credits —Debits 








Net Difference Net Difference 


Mr. Fye, who set up the operation, ex- 
plains that the master teller’s sheet is 
then used as the posting media by the 
general bookkeeper, whose ledger sheets 
are set up in the order that the accounts 
appear on the statement. The only modi- 

















Beatty Alexander, of our Correspondent 
Banking Department, might seem from 
this picture to be right at home—here 
in Philadelphia. He’s right at home all 
right, but in Wilmington, Del., prac- 
ticing what we preach: personal con- 
tact is the cornerstone of good corre- 
spondent banking service. This takes 
our men to almost every major city in 
the country. Like to have one of them 
call on you? 
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fication of a normal posting of the gen- 
eral books accounts, he said, is the inser- 
tion of carb-out daily statement to the 
right of the general ledger sheet. 

“Our accounting machine,” Mr. Fye 
continued, “is set up so that when the 
posting has been accomplished to the gen- 
eral ledger sheet, touching the check bar 
once more positions the carriage and 
prints the balance of the account on the 
appropriate line on the statement.” 

At the conclusion of the operation, Mr. 
Fye says, the statement is immediately 
available and the correctness of the gen- 
eral ledger posting is apparent. There is 
no possibility, he added, of an error from 
an incorrect pick-up from the general 
ledger sheet, and any error in pick-up or 
entry on the general ledger posting is 
immediately noticed since the statement 
won’t balance. 

Mr. Fye states that with a relatively 
inexperienced operator and after only 
three weeks of operation, he found that 
the daily statement and general ledger 


posting could be completed in from 7 to 9 | 


minutes, with a better looking and error 
proof statement as a result. 

At the Farmers Savings’ main office a 
panel is set up in the accounting machine 
in a similar fashion, except that after the 
operator has completed the main office 
general ledger posting, the appropriate 
figures from the branch statements are 
picked up non-print. The consolidated 
statement then becomes a by-product of 
the main office general ledger posting. 
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Savings-Loan Group To Seek 
Site-Development Loans 

A proposal seeking approval for any 
federally chartered savings and loan 
association to use up to 5 per cent of its 
assets. for loans for the acquisition and 
development of home sites is soon to be 
submitted to Congress by the United 
States Savings and Loan League. This 
announcement was made by J. Howard 
Edgerton, president of the League, while 
speaking before the Texas Savings and 
Loan League in Dallas recently. 

Explaining the purpose of the pro- 
posal, Mr. Edgerton declared that in 
many areas of the country, a shortage 
of “adequately developed” home sites 
is beginning to trouble home builders. 


He predicted that the problem will be- | 


come more serious in the next few years. 
If the authority sought is granted, he 


said, it will be a big help to many small | 


builders throughout the country. 

Home-site backlog erased. “It is no 
secret,” Mr. Edgerton continued, “that 
in outlying areas of our cities, the home 
building boom has erased the backlog of 
adequate home sites that once existed. 
As a result, builders are being called 
upon to invest more and more of their 
operating capital in subdivision work 
and in the installation of water and sani- 
tation facilities.” 

Mr. Edgerton added that while this is 
no insurmountable problem for large 
builders who are financed by insurance 
companies and other huge institutional 
investors, it does represent a burden 
upon the smaller home builder. At the 
same time, he emphasized that inade- 
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OU buy colored office papers for 

their colors. What else? But how 
long will they keep their colors? At 
Hammermill we don’t wait for you to 
find out. 


We make time go faster to tell you 
in advance. Paper samples tinted with 
every new dye we consider are put into 
a fadeometer, along with paper samples 
containing dyes currently used. This 
instrument gives the dyes an acceler- 
ated time test—under a beam of light 
with five times the intensity of the noon 
sun on a clear day in June at Chicago. 
Unless the new dye 
meets Hammermill 
Bond fade-resist- 
ance standards, it 
never gets into 
Hammermill Bond.. 


We test dyes just 
as carefully for 















We make time 
go faster to make 
Hammermill colors 
live longer 


—and actually less than many other watermarked papers 


Another reason why Hammermill Bond prints better, 
types better, looks better 


white Hammermill Bond as we do for 
the 12 colors. It takes a blend of the 
right shades of blue to create the 
Hammermill Bond blue-whiteness that 
helps your letterheads look their best. 


As a result, Hammermill Bond is fade- 
resistant in all normal office use. This 
is just one of many quality controls that 
make sure Hammermill Bond (1) prints 
better—ask your printer, (2) types bet- 
ter—ask your secretary, (3) looks better 
—see for yourself! 


You can obtain business printing on 
Hammermill papers 
wherever 
you see 
the Guild 
shield on 
a printer’s 
window. Hammermill 
Paper Company, 
East Lake Road, 
Erie 6, Pennsylvania, 
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for ideal 
shipping facilities 
in America’s largest 
inland river port 


. handling 45,000,000 tons of 

freight annually. More tons per 

ear than either the Suez or 
aaah Canals. 

A combined rail, truck and 
water-borne tonnage greater 
than in any other industrial 
area in the world. 


for all your Pittsburgh 
correspondent needs 


Peoples First National offers 
specialized facilities to banks with 
interests in the Pittsburgh area. 
Take advantage of the more than 
20 correspondent services which 
are available at Peoples First. 

If you are thinking of a Pitts- 
burgh Correspondent, let us dis- 
cuss your particular needs. 


fhe HR 


PEOPLES 
FIRST 


PEOPLES FIRST 
NATIONAL 
BANK & TRUST COMPANY 
Correspondent Bank Department 


Pittsburgh 30, Pa. 
Member Federal Deposit Insurance Corp. 
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Colorful booklet series promotes various bank services 


quately developed sites are not only a 
deterrent to the sale of homes, but also 
hasten the devaluation of houses af- 
fected. 

‘Just because a home is built in a sub- 
urb,” Mr. Edgerton said, ‘‘does not auto- 
matically guarantee that its value will 
remain stable. If a new subdivision is 


| poorly organized or has inadequate facil- 
| ities, it could go downhill just as fast as 


congested areas in our big cities.” 


Business-Building Folders 


An unusual series of business-building 
folders being used as statement en- 


| closures by First Western Bank and 
| Trust Company, San Francisco, has at- 


tracted considerable favorable comment. 

The series of ten are designed with 
attention-getting cover illustrations and 
an attractive color scheme. The first, 
illustrated by a book and a spray of 
four-leaf clovers, is headed—‘How To 
Build Your Own Good Luck—Do It 
Yourself” and calls attention to savings 
accounts. The next shows a young couple 
with the caption “Check Yourself” and 
features the bank’s 8-point checking 
account. 

Other designs include “You Can’t Live 
On a Blueprint” (real estate loans); 
“Give Your Property That ‘After’ Look” 
(improvement and modernization loans) ; 
“For Peace of Mind” (trust department 
services) ; ‘Methods of Financing Have 
Changed, Too!” (auto loans); “‘Next To 
Money That Grows On Trees” (personal 
loans); “Favorite 4-Letter Word in the 
Dictionary” (consolidated loans) ; “Save 
For His or Her ‘Sheepskin’” (educa- 
tional fund); and “Of Course You Can 
Travel!” (vacation loans). 

The series is being used in the bank’s 
57 offices in 42 California communities. 

The folders were prepared by Frank 
Houston, account executive of Abbott 











Kimball Co., the bank’s advertising 
agency, in cooperation with Betty Sut- 
ton, the bank’s advertising manager. 


Harris Trust All-Employee 
Show is Seasonal Hit 


Each succeeding year the annual all- 
staff member show of the Harris Trust 
& Savings Bank, Chicago, Illinois, has 
reached a wider audience. This year the 
bank’s seventh annual shéw, a musical 
comedy entitled “J. Burlington Beamish,” 
was presented to an SRO house of more 
than 1,000 enthusiastic employees of the 
bank and members of their families. 

In the play, J. Burlington Beamish 
was an advice-to-the-lovelorn “expert.” 
Aided by two chorus lines, a 12-piece 
pit band, singers, stagehands, appropri- 
ate costumes and scenery, Beamish and 
his fellow actors kept the audience laugh- 
ing and tapping. 

“We are proud to call it an amateur 
production,” said William Howell, presi- 
dent of the Harris Trust Fellowship 


Stars in bank staff show 





Burroughs Clearing 














These hands can borrow from any bank in town 


A frank statement about loans 
... how they’re made...why 
they’re sometimes turned down. 


The hands above belong to a skilled 
craftsman. He’s a solid citizen and a 
hard worker. He’s also proud of his 
work, independent about money as a 
hog on ice, and downright strait-laced 
about meeting his obligations. 

That makes him a good risk for 
any banker. Here’s why. 


Your Money at Stake 


Most of the money in banks is money 
that belongs to the public . . . money 
that you deposit in your bank. Bank- 
ers therefore must see to it that this 
money of yours is lent out only when 
there’s an excellent prospect of its 
being paid back. That’s why occa- 
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sionally some loan applications are 
turned down. 


Willing to Take a Risk? 


Bankers naturally like to lend money. 
That’s their principal source of in- 
come. They’ll take a considered risk 
but they can’t afford to take long 
chances with other people’s money. 
All in all, it speaks well for American 
business and the individual American 
that the great majority of loan appli- 
cations are granted. When you hear 
someone growl about being turned 
down, ask yourself this question: 


“Would I be willing to risk my own 
money on this promise to pay?” 


You might or you might not. Bank- 
ers make mistakes, too. But the 
difference between a bank and an 
individual is that a bank has to have 


a high batting average in order to 
stay in business. 


Banker’s Judgment 
There you have it. The banker has to 
be somewhat of a financial perfec- 
tionist. You may not always agree 
with his judgment but of this you 
can be constantly certain: his deci- 
sions are based on experience and old- 
fashioned horse sense. He makes them 
competitively, knowing that you can 
always go to another bank. As long 
as this remains banking’s way of do- 
ing business, your money will be in 
good hands. 
The Chase Manhattan Bank is 
proud of banking’s contribution to 
the progress of our country. 


The Chase Manhattan Bank 


HEAD OFFICE: 18 Pine Street, New York 15 
(Member Federal Deposit Insurance Corporation) 


































Club which produced the show. “Aside 
from the professional 12-piece band and 
the stagehands, everything about it is 
homegrown.” 

The play and lyrics were written by 
James F. Bailey, a trust officer of the 
bank, who also directed the show. An 
original score was composed by William 
N. Flory, manager of the business devel- 
opment department, who also served as 
musical director. Another original tune 
was written by William O. Heath, vice- 
president in charge of the trust depart- 
ment. The lead role was played by Beryl 
Sprinkel, the bank’s staff economist. In- 
genue leads were taken by Sally Sweeney 
and Bob Edwards. Violet Platt was 
choreographer and dance director. Sets 
and costumes were designed and assem- 
bled by bank personnel under the direc- 
tion of Mildred Sass, and the show was 
managed by Herbert Ullman. 

From left to right in the photo on 
page 20 Betty Stark, Beryl Sprinkel and 
Charles Hedges are rendering “Up 
Above,” the music for which was written 
by Mr. Flory and the lyrics by Mr. 
Bailey. 




















Far Reaching Ad Tool 


Barclay Bank, one of Britain’s so- 
called “Big Five,” together with its 
affliated groups, now has more than 
3,200 branches in 40 countries. To pro- 
duce an advertising device of genuine 
value that could be used over such a 








large part of the 
world posed a 
real problem. 
However, ‘the 
bank came up 
with the solution 
in a device called 
the Barclays 
Group Disk. It 
consists of two 
cards, one slight- 
ly smaller than 
the other, firmly 
fastened togeth- 
er. On the outer 
rim of the larger 





ecard, the coun- 
tries served by 
the Barclays 


Group are shown. 
By rotating the 
smaller card, the 
capital, highest 
mountain, princi- 
pal river and 
population of 
each country ap- 
pear in the win- 
dow of the indi- 
cator, as well as 

















Barclay’s repre- 
sentation in the 
country named. 
The map of the 
world on_ the 
smaller card shows the longitudinal time 
all over the world in relation to Green- 
wich. 

For African territories, the indicator 





Miniature “atlas” for bank’s advertising in 40 countries 


Distributed by 3,200 Barclays Bank branches 


gives the population of both native born 
and Europeans. For the British West 
Indies, where the group has branches on 
seven islands, additional information is 





Profit Improvement... 





An improved home means improved profit if the 
loan to make it possible is issued by your 

institution. Whether a house is being made warmer 
or cooler, higher or wider, getting a new roof 
or a new garage, it means profit — 


if you get the business. 





TED INSURANCE SERVICE SAFEGUARDING 


307 N. Michigan Avenue, Chicago 1, Illinois 









































CREDIT LIFE INSURANCE COMPANY 


James H. Jarrell, President 


Burroughs Clearing House 





















It took nearly a year to work out all 
the information shown. The disk has 
been distributed at the Ideal Home 
Exhibition, London, and at the Rand 
Show, Johannesburg. The demand for 
it is enormous, and it is to be distributed 
in all countries where Barclays is rep- 
resented. 
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Bank Building Firm 
Announces Fifth Branch 


Bank Building and Equipment Corpo- 
ration’s fifth branch office has been 
opened at 333 North Michigan Avenue, 
Chicago, according to Vice-President E. 
T. Klein. J. T. Conlon, formerly in charge 
of the firm’s New York office, has been 
named manager. 

“The existing potential and increasing 
business from Chicago and the Great 
Lakes territory were responsible for this 
latest company expansion,” Mr. Klein 
said. He also announced that S. L. 
Fischer, architectural sales representa- 
tive, will be assigned to the new office. 

Succeeding Mr. Conlon as manager of 
Bank Building’s office at 103 Park Ave- 
nue, New York, is Justus J. DeVries. 
Bank Building and Equipment Corpora- 
tion’s main offices are at 906 Sidney 
Street, St. Louis, with branches in At- 
lanta, Miami and San Francisco, in addi- 
tion to New York and Chicago. 
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English Gift Checks 


As a means of making a money gift 
conveyed by check more attractive, and 
at the same time leave the recipient with 
a permanent reminder after the check 
has been cashed, England’s Midland Bank 
now eniploys three specially designed 
gift checks with matching folder con- 
tainers. 

The checks, which were designed by 
leading British artists, are now on sale 
at the Midland Bank’s 2,120 branches at 
a cost of one shilling (14 cents) per 
check. One is a general purpose gift 
check, another for birthdays, and a third 


Gift checks glamorized 


Cupid on check denotes occasion 
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MIDLAND BANK LIMITED 


HEAD OFTIOE: POULTRY, LONDON, £.C.2 








T MIOLAND BANK GIFT Crmgut 








With Best Wisi 
tor Your Future Happiness * 











given on the face of the smaller card. | 
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We clear by 


air mail direct 


to our own 





correspondents 


Interested in faster clearance? Our clearances 
go direct by air mail to our own correspondents 
in all principal cities of the U.S. A. 


As a Pennsylvania Company correspondent you 
enjoy these advantages, too: Transit operations 
conducted 24 hours a day and a credit file which 
is one of Philadelphia’s largest. At all times 
you may call upon the facilities of our Trust, 


Real Estate and Foreign Departments. 


We offer our correspondents a host of other 
helpful and dependable services like efficient 
securities transactions. May we tell you about 


them in greater detail? 


The Pennsylvania Company 


for Banking and Trusts 
Founded 1812 


24 offices, Philadelphia and suburbs 





Member Federal Reserve System . Federal Deposit Insurance Corporation 








Serving more people more ways than any other Philadelphia ban 
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for weddings. A Christmas gift check is 
also now being prepared. The decorative 
folder in which a gift check is enclosed 
serves as a permanent record. 

Each check is signed by the person 
giving it, whether or not he has an 
account with the Midland Bank. The 
checks are all crossed, which means that 
they must be paid into a bank, and it is 
hoped that where the gift is sufficiently 
ample, the recipient, if he does not have 
a bank account, will use the check to 
open one with the Midland. 
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Bank Quarters Reflect 
Nation’s History 

Simplicity, dignity and strength char- 
acterize the Williamsburg Colonial de- 
sign of The Morristown Trust Company’s 
new banking home in _ historic Morris- 
town, New Jersey. The new quarters are 
an excellent example of how many banks 
in the country are inspired by the na- 
tion’s history in the designs of their new 
buildings. 

The exterior architecture of the bank 
follows closely that of the famed Sir 
Christopher Wren building, the College 
of William and Mary, built in 1695. 

In the main banking room, history is 
further reflected by a large panoramic 
mural depicting the Jockey Hollow en- 
campment of the main Continental Army 
outside Morristown in the “worst winter” 
of 1779-80. The 64’ mural was painted by 
Francis Scott Bradford, and features 


















































The Morristown Trust Company, Morristown, New Jersey 


Historically styled, this new bank has become a county landmark 


lifesize figures of General Washington, 
Alexander Hamilton, et al. Elsewhere 
throughout the interior of the new build- 
ing the direct simplicity of pre-Revolu- 
tionary America is reflected. 
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Historical Highlights 


A special booklet and three lobby ex- 
hibit panels were featured recently in a 
public relations program by The Nation- 
al Bank of Washington, D.C., to depict 
a part of its 146-year history. The ex- 
hibits and the booklet were entitled “His- 





24-hour 


transit service; 
fast and convenient. 
You'll like the way 


Anglo does business. 


ANGLO 


CALIFORNIA NATIONAL 


BANK 





Head Office: 


1 Sansome Street, San Francisco 20 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


torical Highlights of Washington’s Old- 
est Bank.” 

One of the exhibit panels showed the 
various locations of the bank from its 
organization in 1809 to the present. A 
second panel contained a composite pho- 
tograph of some of the bank’s famous 
early depositors, such as James Monroe, 
Francis Scott Key, Eli Whitney, et al. 
The third panel exhibited facsimilies of 
various early documents in the bank’s 
possession. In addition to the panels, the 
bank exhibited its earliest ledger, which 
was opened at the 1811 account of Henry 
Clay, who in that year was Speaker of 
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the House of Representatives. 

After being exhibited in the bank’s 
lobby, the panels were displayed in all of 
the District of Columbia’s 11 senior high 
schools, and at the Capitol Page’s School 
in the Library of Congress. The booklets 
containing historical information on the 
bank were distributed to the students of 
those schools. 
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NABAC Publishes Coding. 
Bank Fraud Booklets 


Two new booklets, one to assist banks 
in the improvement of speed and ac- 
curacy in handling of checks, and the 
other to serve as a new weapon in its 
war on bank fraud, have been released 
by the National Association of Bank 
Auditors and Comptrollers, Chicago, 
Illinois. 

Provides coding helps. “Coding of Ac- 
count Titles,” describes the importance 


of account coding not only as a necessary | 


preliminary to mechanical or electronic 
accounting, but also in terms of improved 
operations under conventional bookkeep- 
ing systems. Among the points described 
are individual account codes, sort sym- 
bols, the advantages of alphabetical and 
numerical designations, and an explana- 








tion of the construction and use of check | 


digits. 


Insurance no cure for dishonesty. 


“Don’t Wait for a Bombshell,” written 


by Harry E. Mertz, N.A.B.A.C. assistant | 


executive secretary, contains 21 simple 
rules designed to create an unfavorable 
climate for would-be embezzlers. It 
stresses several points to assist bank 
directors in fulfilling their responsibili- 
ties. It also points out that the director 
who takes refuge in the thought that 
fidelity insurance affords full protection 
against loss through embezzlement is 
inviting keen disappointment. For exam- 
ple, declares the booklet, in the case of 
a large number of banks that have failed 
since 1934 because some officer or em- 
ployee couldn’t keep his hand out of the 





till, the amount of insurance carried | 


proved to be woefully inadequate. More- 
over, adds the booklet, of the $16 million 


The war on bank fraud 





Don’t Wait 
for a 
Bombshell 


by ~ 
HARRY £. MERTZ 
Assstent Executive Secretary 


The National Association ty 
of Bank Aeditors and Comptrollers Pin 
38 South Deerborn Street, Chicago 3. Minos “4 
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AVAILABLE NOW 


VEX 1S WIWERAL NASR 


DBSSOC\RNON 
CV MBOLS 


ACAD BANKERS 
CK ROVINS 





Speed up transit work. The new 1955 

A. B. A. Key Book with Check Routing 
Symbols is now available. It contains 

all annual changes in transit numbers and 
check routing symbols. Make sure your 
organization has enough copies of the latest 
edition for completely efficient operation. 


Order yours today. 


RAND MSNALLY & COMPANY 


PUBLISHERS 
P.O BOX 7oce : CHICAGO Sd, Lit. 
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embezzled in the banks that failed, $13 
million was uninsured; thus, insurance 
has never discouraged dishonesty. 

Copies of both booklets may be ob- 
tained direct from the N.A.B.A.C head- 
quarters, First National Bank Building, 
Chicago 3, Illinois. 
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New Calendar Sets 


A new and complete line of perpetual 
calendars for customers’ counter and 
wall use has just been announced by 
D. J. Jacobs, president, Bank Products 
Company. The new sets are available 


in genuine bronze, brass and aluminum 
and come equipped with life-long bakelite 
calendar inserts. 

The new line comprises four single- 
faced and four double-faced models, 
running from 6% to 14 inches wide and 
from 1% to 6 inches high. Single-faced 
models are available without bases for 
wall use. Other models combine calendars 
with special bases and pen sets in one 
unit. These, likewise, come in single and 
double-faced models, with 2 and 4 pen 
sets, and measure 15 x 5 inches and 22 
x 6 inches. 

A catalog illustrating the variations 
in the sets, which Mr. Jacobs stresses 
are both attractively styled and modest 











with 


“state coverage 


account 


This Bank’s unique tri-state operation offers you prompt, 
effective, local banking service in California, 

Oregon and Washington. Your account with any one of our 
offices makes immediately available the services of all. 


THE BANK OF CALIFORNIA 


SAN FRANCISCO « PORTLAND * SEATTLE * TACOMA 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 











WHETHER YOU'RE A CORRESPONDENT BANK OR NOT: 


Give Us 


A Job 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The Nationa! Shawmut Bank, 


40 Water Street, Boston 


Member Federal Deposit Insurance Corporation 


To Do 




















Attractively styled 


in price, may be obtained from Bank 
Products Company, 3 Park Place, New 
York 7, New York. 
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Briefly Told 


The new State Bank of Jacksonville, 
Florida, began operations with a flying 
start with approximately 5,000 visitors 
at its open house, March 31, and with 
$2,479,304.07 in first-day deposits. The 
new bank oc- 
cupies ultra-mod- 
ern quarters in 
the South-Central 
Home Office 
building of the 
Prudential Insur- 
ance Company in 
Jacksonville. The 
bank began with 
capital funds of 
$750,000, and of- 
fers all services 
of a commercial 
bank except that 
of a trust department. D. Roscoe But- 
trey, president and director, said that 
stockholders include 75 business and pro- 
fessional men and women, all of Jackson- 
ville. 


D. R. BUTTREY 


e 


Anyone looking up into the sky within 
a three-mile radius of the new Turnpike 
Branch of the Framingham (Massachu- 
setts) National Bank on a sunny day last 
April knew the bank was holding an open 
house. They were informed by a minia- 
ture dirigible called a “Ky-Toon,” to 
which was suspended a large cloth ban- 
ner, flying 200 feet above the branch. The 
“Ky-Toon” was inscribed with “4-4-4 
Plan,” which advertised the bank’s new 
automobile financing plan, and the ban- 
ner carried the words “Open House” and 
the bank’s name. 


Aerial advertising 
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3 seconds is a “record!’’ 
















... when you use the Diebold motorized Super Elevator files 
for C.I.F. CONSIDER THIS... you can have all the facts 
about any customer or prospect at your finger tips 

within 3 seconds (average time). 


Equally important... the facts you get are up to the minute 

and not up to last week or even yesterday. It is no longer necessary 
to wait until operators finish posting. Super Elevator Files 
provide facilities for stuffing reports and changes into trays... 
available for instant reference ...as fast as they 

2 Seconds are received. (Posting can follow). 


Diebold Super Elevator Files in use are improving record controls 
and reducing operator fatigue. In addition, they are saving 
as much as 50% in time... and 50% in space costs. 


*Central Information File 


1 Second 








3 Seconds 


with the new DIEBOLD Super Elevator Files 
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A banker says “... The results of our market 
survey made the selection of equipment for 
our central file an easy matter. The value 

of bringing the record directly in front of 

the operator can not be over-emphasized, 
For fast reference where, by 
necessity, records are concentrated, 
the Diebold Super Elevator 
File is our choice...” 



















Get the facts today. Ask 
for case histories showing 
initial investment write- 
offs in 5 to 18 months! 


Diebold, Incorporated 
902 Mulberry Rd., S. E. 
Canton 2, Ohio 


Please send full information about your Super Elevator Files 
for C.1. F. 





Diebold’ 








Bank 

Individual Title 
902 Mulberry Rd., S. E., Canton 2, Ohio Street 

City Zone ____. State 
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Plan for a Bank Stock Increase Control Record 


By Miss Verlie Forsyth 


Secretary to the Executive Vice-President, 
First National Bank in Fort Lauderdale, Florida 








Not long ago our bank increased its 
capital stock to $1,000,000 by offering 
25,000 shares at $25 per share, with 
proceeds to be distributed: $250,000 to 
capital, $350,000 to surplus, and $25,900 
to undivided profits. While this, of 
course, was more or less common knowl- 
edge in Fort Lauderdale, there was a 
certain “behind-the-scenes” activity in 
our bank, the knowledge of which might 
prove helpful to other banks contemplat- 
ing a similar move. 

Custom designed form. For instance, 
when I inquired among suppliers of 
business forms of all kinds if they could 
furnish a stock control sheet, all of them 
declared they had never heard of such 
a form. So we got busy and devised a 
plan of our own. 

The first step was to rule large 29” x 
23” sheets of paper into columns. These 
columns, examples of which are shown 
at the bottom of this page, had the fol- 
lowing headings: 

1. Numerical sequence to allow for 
an accurate listing of each stockholder 
of record. 

2. The name of the shareholder. 

3. The address. By ruling the sheets 
myself, I was able to allow for sufficient 
space to incorporate any change of ad- 
dreess that might be received when 
warrants would be. returned. 

4. (Asterisk). This was a “doubling 
back” column used to give the total 
shares for each subscriber, including the 
shares subscribed for under the stock 
increase. The figures entered in the 
asterisk column are arrived at by add- 
ing the shares owned by the individual 
as of record and the shares purchased on 
the warrants. This column had to total 
to the number of shares allowed; namely, 
100,000 shares at $10 par value each or 
a total capital of $1,000,000. Thus, we 
not only had a double check on our totals, 
but the column also assisted in the 


task of rewriting old certificates. 

5. Number of shares as of record of 
date chosen. 

6. Number of shares, prorata. Ours 
was 1 for every 3 of record, so we had 
fractional shares which, while necessary 
to the record, could not be purchased as 
such. 

7. Whole shares warrant number. 
Colored figures were used in entering 
these numbers so they would not conflict 
with share numbers. 

8. Purchase price for whole shares. 

9. Fractional shares warrant number. 
On the fractional shares, the fractional 
amount was noted next to the warrant 
number, i.e., 4%, %. 

10., Fractional share price, for pur- 
pose of audit check. 

11. Date warrant received. 

12. Number of shares subscribed. 

13. Purchase price received. 

14. Number of shares assigned. 

15. Person receiving share assign- 


16. Remarks. Here were entered re- 
quests for additional shares, etc. 

To make the record cumulative, the 
new stockholders to whom shares were 
assigned were entered on the last page 
of the listing of shareholders of record. 
This phase of the record contained the 
name and address of each person to 
whom shares were assigned, the war- 
rant number, the date, number of shares 
and purchase price, and the exact 
manner in which the shares were issued. 

In the sample reproduction of the form 
at the bottom of this page, I have made 
entries to show the use of this part of 
the control record. For example, in some 
cases under the column “remarks” in the 
upper part of the form, the individuals 
who picked up shares assigned to them 
in blank were entered. The shares that 
were assigned to actual individuals by 
the shareholder were entered in the 


assigned-to (name and warrant) column 
in the second or lower part of the record. 
Although not shown in the reproduction, 
the word “open” appeared after the 
assigned-in-blank shares in some cases 
in the upper part of the form. In this 
way, quick access was given to the “open” 
shares that could be used at the bank’s 
discretion. 

As a further aid to the Master Stock 
Increase Control Sheet, a Daily Report 
was kept on an ordinary ruled pad 
marked off to show the following: Date, 
name of shareholder, number of shares, 
amount paid, and total. By use of a 
colored pencil, the daily record also 
recorded the following information: 1. 
Total shares subscribed but not paid 
for; 2. Total shares subscribed and paid 
for; 3. Total monies to date. 

Alertness without headache. By keep- 
ing a record of the shares “subscribed 
but not paid for” on this daily report, 
we were constantly alert to the number 
of shares that remained outstandinz. 
Consequently, on the final date of expira- 
tion, our chart indicated the balance 
that remained, if any. Then, too, as 
rapidly as the checks were received on 
the “subscribed but not paid for” shares, 
they were removed from the record so 
described and placed under the “total 
shares subscribed and paid for” column, 
and the monies added to the “total 
monies to date” column. 

The Master Control Sheet and Daily 
Record saved us many a headache in 
wondering what was to be done next, 
and how. It saved considerable time 
when it was necessary to issue the new 
certificates, due to the completeness of 
the record of shareholders’ requests as 
to how certificates were to be issued. 
Finally, we were enabled to keep an 
accurate record of the stock rights to 
which each shareholder could subscribe, 
and of the shares outstanding. 


First National’s stock increase control form was cumulative, visible; it eliminated confusion 


First part of form listed data on stockholders of record; second phase dovetailed information on share increase 



















































































WHOLE PURCHASE | FRACTIONAL 
NUMBER OF | NUMBER OF | SHARES [PRICE FOR] SHARES DATE NUMBER OF | PURCHASE | NUMBER 
* | suares as | sHares WARRANT |WHOLE WARRANT FRACTIONAL | WARRANT | SHARES PRICE OF SHARES REMARKS 
NO, | NAME OF SHAREHOLDER ADDRESS OF 12/21/84 | PRORATA |NUMBER |SHARES NUMBER SHARES PRICE | RECEIVED RIBED | RECEIVED | ASSIGNED | ASSIGNED TO 
1 | John Doe P.O, Box 793 366 275 91-2/3 500 2278 $01-2/3 16.67 1/27/84 91 2275 pd. 2/3 in blank sink an ote 
2 | Jane Downs 792 N.W. 16th Way 26 20 * 6-2/3 502 160 $03-2/3 16,67 2/ 2/88 6 150 pd. 2/3 in blank x bes a’ 
picked up 2/3 | 
3 | Thomas Jones 8910 N, Andrews Ave, | 373 280 93-1/3 804 2328 $05-1/3 8.38 2/ 4/35 93 2325 pd. 1/3 in blank 3. C. Toole 
picked up 1/3 | 
4 | Helen Jane Smith 4121 N.E. 17th Terrace | 138 100 33-1/3 806 825 507-1/3 8.33 2/ 4/85 33 825 pd. 1/3 in blank 4. ©. i 
picked up 1. 
a —$ ne 
NAME OF PERSON AND NUMBER PURCHASE a 
FROM WARRANT NUMBER ADDRESS _— OF SHARES | PRICE HOW TO BE ISSUED 
Warrant number 510 (Zonatt) Issue as: A,M. Janes and 
209 | aesigned 26 to 5943 Banyan Pi. 26 1/26/85 26 650 pd. Mary Janes, as J,T.R.S. 
Mrs, A, M. Janes not T.LC, 
Warrant number 610 (Zonatt) ® | tesue as: Miss Jennie C. 
210 | sesigned 50 to 22 N. W. ist Ave. 50 1/21/85 50 1260 pd. 
Miss J.C, Dynne 
Warrant number 510 (Zonatt) ; Issue as: A.D, Phixit and 
211 | *esigned 100 to % Townsend House, 100 2/ 2/85 100 2500 pd. Mrs. A.D. Phixit, as 
A. D. Phixit Del Mar Ave. : J.T. RLS. not T.1.C, 
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Board of Directors 


Epwarp E. Brown 
Chairman of the Board 


CHEssER M. CAMPBELL 


President, 
the Tribune Company 


J. D. Farrincton 
President, Chicago, Rock Island 
and Pacific Railroad Company 

MarsHALL FIELD, JR. 
Editor and Publisher 
Chicago Sun-Times 

James B. ForGan 
Vice-Chairman of the Board 


Watter M. HEYMANN 
Executive Vice-President 


Henry P. IsHam 
President, Clearing Industrial 


District, Inc. 

James S. KNOWLSON 
Chairman of the Board, 
Stewart-W arner Corp. 

Homer J. LIvinGsToNn 
President 


Hucuston M. McBain 
Chairman of the Board, 
Marshall Field &4 Company 

BentTLey G. McCLoup 
Banker 


Harry C. MurPuy 
President, Chicago, Burlington 
& Quincy Railroad Company 
Louis B. NEUMILLER 
Chairman of the Board, 
Caterpillar Tractor Co. 
James F. OareEs, Jr. 
Chairman, The Peoples Gas 
Light and Coke Co. 
WILLIAM Woop PRINCE 
President, Union Stock Yard 
and Transit Company of Chicago 
CiarenceE B. RANDALL 
Chairman, 
Inland Steel Company 
GILBERT H. SCRIBNER 
Winston & Company 


R. Douctas STUART 
Director, Quaker Oats Company 


Louis WaRE 
President, International 
Minerals & Chemical Corp. 
C. J. WHIPPLE 
Chairman of the Board, 
Hibbard, Spencer, Bartlett & Co. 
Joun P. WiLson 
Wilson & Mcllvaine 





Rosert E. WILson 


Chairman of the Board, 
Standard Oil Company (Indiana) 





Rosert E. Woop 


Chairman, Finance Committee, 
Sears, Roebuck and Co. 
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The First National Bank 
of Chicago 


Statement of Condition April 11, 1955 


ASSETS 


Cash and Due from Banks *$ 6564,528,477.69 








United States Government Obligations ; 862,375, 541.43 
Other Bonds and Securities 153, 045,178.11 
Loans and Discounts ‘ 1,171,683, 243.10 
Real Estate (Bank Buildings and Adjacent Property) . 1,672,672.37 
Federal Reserve Bank Stock . ‘ : 6,000, 000.00 
Customers’ Liability Account of Acceptances ‘ é 1, 728,676.51 
Interest Earned, not Collected ; ; : i A 7,935, 352.80 
Other Assets . ; 4 ‘ : ‘ . * 1,163, 067.11 
$2, 770, 1382, 209.12 
LIABILITIES 
Capital Stock ‘ : : ; $ 100,000,000.00 
Surplus. - . " < “ . 100, 000, 000.00 
Undivided Profits . , ‘ ‘ . . 7,008, 823.53 
Discount Collected, but not Earned é é ‘ 3 2,400, 945.95 
Dividends Declared, but Unpaid . . a j ‘ 2,000, 000.00 
Reserve for Taxes, etc. . , E . . . ; 31, 857,298.94 
Liability Account of Acceptances . " ; é ; 1,959, 333.31 
Time Deposits . : $ 532,803, 218.21 
Demand Deposits 1,802, 720, 858.09 
Deposits of Public Ponds 189, 378,678.93 2,524,902, 755.23 
Liabilities other than those above stated ‘ > ; 3,052.16 





$2, 770, 132, 209.12 


United States Government obligations carried at $266,479,435.44 are pledged 
to secure United States Government and other public deposits, trust 
deposits, and for other purposes as required or permitted by law. 
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Interior Views of New and Modernized Bank Quarters 


Distinctive style features in main banking rooms throughout the country 
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La Porte, Ind. The tellers’ counter and check desks of the remodeled 

and expanded La Porte Loan & Trust Company are finished in walnut, 

with green marble tops to contrast with the light floor and ceiling. 
Note the mural above the entrance 








Bank Building Corporation of America 


New York, N. Y. At the new John Street 
office of the East River Savings Bank the 
illuminated ceiling accentuates the match- 
ing diagonal panels in the ceiling and floor, 
while the Bottichini marble deal plates in 
the tellers’ counter are spotlighted 





Chillicothe, Ohio. Bright patterned wall-to-wall carpeting is featured 

in the modernized lobby of The Savings Bank Company. Paneling and 

draperies are of matching colors, with light covered furniture adding 
to an overall lively color scheme 
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Two highlights of the St. Matthew Branch Westfield, Mass. Customer area was increased substan- 
of the Bank of Louisville are the walnut, sawtooth tellers’ tially by using a curved tellers’ counter in modernizing 








Louisville, Ky. 





counter and a stylized mural depicting a medieval cavalcade the narrow quarters of the Westfield Savings Bank 
















Kansas City, Mo. Wrought iron is used extensively in the lobby Lewiston, Me. A comfortable sitting area is in- 
counters and furnishings of the new quarters of the Victory State cluded in the officers’ section of the new Manufac- 
Bank. The wall to the right is covered with geranium red burlap. turers National Bank quarters. Walls are blond 
Note the attractive overhead lights mahogany limba wood 
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New York, N. Y. A tellers’ counter of rust-colored marble with gray 
mottle is featured in the new Broadway-38th Street office of the 
Commercial Bank & Trust Company 





Bank Building Corporation of America 
Norwood, Ohio. Fabric-covered structural 
Bank Building Corporation of America s . © 
: ia columns are a decorative highlight of the 
Hagerstown, Md. An unusual lobby ceiling pattern, carpeted floor modernized quarters of the Norwood-Hyde 
and rich contrast of marble and black formica in desks and counter Park Bank & Trust Co 
are features of the modernized Nicodemus National Bank - 





Chicago, Ill. In the remodeled National Boulevard Bank Scottsdal 
a clean unbroken line of counter surface and wider aisles 
contribute to a more spacious appearance 


e, Ariz. This new branch of the First National 
Bank, Phoenix, was deliberately designed to preserve an 
“old West” appearance in keeping with a local plan 





Gaffney, S. C. In the main banking room of the new building of the 
recently organized Bank of Gaffney pleasing contrast is achieved 
by the use of dark paneling against light walls, ceiling and floor 


Jersey City, N. J. A mural depicting local 

history, large mirrors and flowing draperies a 
adorn the walls of the newly renovated La- ’ 

fayette Office of The Provident Institution New Orleans, La. In the main banking room of the new quarters of 
for Savings. Note the T-shaped arrangement the Progressive Bank and Trust Company striking contrasts in marble 
of the check desk at the structural column was achieved in the structural columns and in the tellers’ counter 
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Watertown, N. Y. The completely redesigned 95-year-old Milton, Pa. A mural depicting local industry is a feature 
Jefferson County Savings Bank includes a modern new of the newly decorated First National Bank. An old 
tellers’ counter of imported Bottichini marble grandfather clock graces a customers’ lounge 


fh 2 AE 
Seas SR SBS 
SS oh BR GS Re 


Worcester, Mass. A variety of wood finishes, including walnux, Washington, Ill. Birch with soft green trim is 


oak, cherry and mahogany, were included in the modernized, used in the paneling, tellers’ counter and check 
expanded quarters of the Worcester County Trust Co. desk at the modernized Danforth Banking Co. 


Hicksville, Ohio. The modernized Hicksville Bank features a wall 
made of imported African tigerwood and a plastic carpeted floor. 
The tellers’ counter is formica and the wainscoating of Korina wood 








Forest Hills, N. Y. The three murals in the 

newly remodeled main office of the United 

National Bank are 14’ high. The lobby is Bank Building Corporation of America 

tastefully finished in walnut woodwork, while Eldon, Mo. Full-length glass panels at the entranceway and wains- 

the check desk and tellers’ counter is black coat-to-ceiling glass along a side wall serve to “open up” the 
formica. The floor is of rubber tile interior of the new building of the Citizens Bank of Eldon 
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TRAVEL INFORMATION 
...throughout the free world! 


In the United States and abroad, American Express will 
supply your customers with valuable tourist and sight- 
seeing information — arrange for hotel, ticket and auto 
reservations. Just another American Express Service... 
and another reason why American Express Travelers 
Cheques sales reached an all-time high in 1954. 


Additional services include: 


e Instant Acceptance—with no questions asked! 

e On-the-Spot Refunds—in case of loss or theft! 

e Exchange of Travelers Cheques—without charge! 
e Uniformed Representatives—at terminals abroad! 
e Mail Service—at all American Express offices! 


AMERICAN EXPRESS DOES MORE FOR YOU 
BY DOING MORE FOR YOUR CUSTOMERS 
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Travelers 
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Let our night staff 





speed your collections while you sleep 


Your items are handled without a 
minute’s delay when you use our 
A. M. F. (air mail field) labels or 
envelopes. 

Our messengers rush your mail 
from the airport direct to the bank 
for immediate processing, during 
the day or night. 

As a result many of your checks 






Continental Tlinois 


and Trust: Wie 


clear a full day earlier under this 
fast modern procedure. Our corre- 
spondent banks and corporation 
customers in all parts of the coun- 
try use it actively and find it most 
advantageous. 

Ask us to send you, without 
charge, a supply of labels or enve- 
lopes so that you may try it. 


National Bank 
any of Chicago 


La Salle, Jerditon “Clork and ‘Quincy Streets 
LOCK BOX: H, CHICAGO. 90, ILLINOIS 
M mbar 1 age Insarance ‘Corporation 
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FIRST AID TO AGRICULTURE 












By 
EDWARD D. SMITH 


President, The First National Bank 
of Atlanta, Atlanta, Georgia 


FEW months ago the Georgia 
A newspapers, ably abetted by our 
alert public relations staff, made 
quite a news event out of a happening 
that involved our bank. The occasion 
was duly recorded for posterity and 
the next day’s reader with a photo- 
graph showing our executive vice- 
president, Herman Jones, Jr., handing 
over a check for $9,600 to a farmer in 
his barnyard at Tifton, Georgia. 
Our institution does not ordinarily 

















June, 1955 


IRRIGATION DREAMS COME TRUE S7MILAR LOANS may be ON 87 ACRES’ of corn he got a 
for. ether form ‘mprovements —|mnonaly 200 budhels, when he ms 
Georgia's Farmers, Bankers, |"32 cso, «(mere t Soden 
S. L. Van chiet in the drough 
g I ers, . Landingham, me to ha we hg Agoda p 
FHA Gang-Up on Drought SaS222 esse 
, sis‘ safc at reaee| ves wih th sea save 
‘ save 
terms. _ | his crops. A lake on his farm went 
nee eee et, in| beginning trom the First National Bank of “Fa ia why Me A 
» Ga., ‘beginning of a wholly new agri-| The farmers haven't had it and agen gp a acs 
line heart ‘of the drought belt. an| cultural ‘ern in the statecan era| the banka eldew have ned it x7] Atlanta, Herman Jones, the bank’s| get a loan to put in an irrigation 
jintroduction has been written toj in which droughts do not bring] loan. They couldn't get the secu-| cumcutive wvice president, was in| system. 
fehat could be @ mighty important] the farmer's dreams of plenty| rity good business practices would| "fom {® hand it to him. |. The system should. by the way 
Te aat tao th eee ee regire or a loon of that aime. | ory theve, teo—Bir. Hand, Ben| somewhat, even in & veer ot good 
: ap iy than elt Tt has be te tm | “A SMALL BANK,” explained] McLeod, president of the Bank of rainfall. xy 
Rang on ceded ground | gy ge oe ly H. Dillard Hand, president of the/'Tifton, and John Henry Davis, ex-| He said he'd pay back the loan 
Pgeay 5 ee But the irrigation systems which| Citizens Bank of Tifton, “has only! ecutive vice president of the Farm- in 15 years, but figures that he can 
see Sune 6 3. 5. Senet, 2) toes Sa Ge es it has to set aside so much money] . : eee to try to. 
Ras 100 steel land the Gant) Oe usual dae oe coeenl a Oe en ie, That THE FHA was there, too — Mr. : oe 
or ee ee eee eae of tot doesn’t leave a lot of money for| Van Landingham, O. H. Harden,| FOR THE SAKE of the record. 
ong 2 aS apes irrigation loans. Little banks just) state FHA field representative in| ll the problems of irrigation 
Ee ee eee can’t get into that too heavily.” | Southwest Georgia, and. Robert} haven't been worked out yet. 
ane worst drought he| SYSTEMS BIG enough to water Since the FHA program has been} Eve, Tift County FHA supervisor; What effect, for instance, will 
apg Se, armike Mr. Amett it inaugurated in Georgia — it has Mr. Arnett has good reason to| i have on insect infestation? And 
not want to see it hap- to do—hardly exist at all. functioned in the West since 1946| want to irrigate his 150 acres what happens to your tobacco if 
a. The reason is their expense. and was extended to the South two] He had 6% acres in tobacco this} You Water it heavily one day and 
he had in hand Thursday a/ An irrigation system in South| months ago—about 400 Georgiajyear. He should have taken in| &¢t & heavy rain the next? Too 
check for $9,600, the first FHA-| Georgia usually requires a deep| farmers have applied for loans for| nearly $8,000 on that. The drought| ™uch water can be as bad as too 
insured check ever issued ‘to a/ well—Mr. Arnett’s will be an esti-| irrigation projects of some kind. |came along and all he could get! little. 
Georgia farmer exclusively for the| mated: 350 feet deep—and deep| The farmer, under the FHA pro-|for it was $1,200. But there are people who believe 
_ |purpose of buying irrigation equip-| wells cost a lot of money. gram, still borrows his money! He had 44 acres in pasture and| Problems like those can be solved 
ment, 2s Large irrigation systems require| from private credit sources. But|that burned up, too. In order to| “After all,” said one FHA of-| - 
large pumps, which also are ex-| the FHA insures the loan—guaran-| feed his livestock, he hauled out| ficial, “we had a lot of problems 
THE PROGRAM under which he} pensive. tees to the lender that it will be|his hay baler and went around the 20 years ago with the tractor. 
received the check is a sort of GI ‘They require large quantities of| paid. county bailing hay for those who| “Time was, we didn’t think it 
agriculture. It makes lightweight aluminum pipe, which} The farmer pays premium of|had it “‘on the halves, on the| ¥@# Wite to make a loan to a man 
money for farm improvements! may be taken up, moved to the 4% per cent—3% per cent straight/ thirds, or anyway they'd do it.”|: buy @ tractor. 
available to farmers who can't bor-| spot at which water is needed most] interest and 1 per cent insurance.| He had 8% acres of peanuts this| , "Now we don’t think its # good 
row ‘money from private credit| and Iald down again. Mr. Arnett| The repayment period can go up|¥ear. That diould have brought| e810 make him « loan if he 
sources at reasonable, terms. is buying 2,300 feet of pipe—nearly| to 20 years, and the farmer can|him a tidy sum, too. But the| @e#"'t have one." 
ggg Sain aera & latent 2 & OO mB Ne ongg selina ee so bad 
1 negotiated Money ventures The 
re _ [Georgia, it may well m E the| bas not exited oe oe 


























The newspapers played up Georgia’s first insured irrigation loan, made by the First National 


SURED IRRIGATION LOAN 


Why a Georgia bank has allocated up to $5,000,000 for 
this type of credit to build better and sounder farming 


send out a senior officer with fanfare 
to pass out the proceeds of a loan that 
our Main Office commercial depart- 
ment would consider relatively small. 
The reason this one was worth so much 
fuss by both the press and the bank 
was that it was a first. At least in our 
state, it was the first loan made under 
a newly authorized Federal program 
to bring within reach of the ordinary 
farmer a sound method of irrigation. 
Such loans for some while had been 


Mr. Smith (right) confers with 
Executive Vice-President Herman 
Jones on program’s progress 
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authorized in 17 Western states, but 
only last autumn was the program ex- 
tended to include the rest of the coun- 
try. 

To our mind, this extension was an 
important step in developing a more 
stable and productive American agri- 
culture. It opens a new and potentially 
profitable field for the safe use of bank 
credit to build better farming as a 
bulwark of our entire economy. It 
makes a bankable loan of what other- 
wise might have been regretfully re- 
jected as too long a loan involving too 
much risk. Moreover, with honest and 
able administration of the program 
within the government, we are willing 
to guess that the Treasury will not 
suffer loss. 

Irrigation in regions outside the 
traditional irrigation area of the West 
has been talked about considerably in 
recent years, but actual installations 
have not kept step with the volume of 
conversation. The reason is simple. To 
provide the water source, the lift of 
propulsion, and the distribution sys- 
tem for even a family-size farm re- 
quires an investment exceeding the 
total unused credit resources of 99 
farmers out of 100. Large-scale, or 
corporate, farming may be able to 
command the necessary capital or 
credit, but it is beyond the reach of 
the ordinary family farm. 

It seems generally true that soil and 
water improvements for the ordinary, 
run-of-mine farm can be financed only 
through the combined resources of 
society at large, since most of these 
projects require awkwardly large in- 
vestments which can be amortized only 
over many years, and on which the 
farm owner can therefore afford to 
pay only a low rate of interest. More- 
over, society stands to gain at least 
as much from such improvements as 
does the actual landowner, since the 
maintenance of our natural topsoil is 
essential to the long-term maintenance 
of our way of life. As a nation, we have 
for two decades recognized this social 
interest as respects soil conservation, 
and the extension of a related philos- 
ophy to irrigation seems to us reason- 
able and timely. 

The machinery through which the 
government provides its backing of 
farm irrigation credit was already 
functioning in a related field. The 
Farmers Home Administration of the 
U.S. Department of Agriculture was 
set up years ago to insure farm home 
ownership loans which could not other- 
wise be safely extended by banks. As 
the law and regulations now stand, 
those loans are made by a bank only 
after Farm H.A. approval of the loan 
with no down payment, 40-year amor- 
tization, and a charge of 4% per cent 
to the borrower, composed of 314 per 
cent retained by the lending institu- 


36 












Typical irrigation installation in a Georgia farm pasture 





Widely publicized photo of Mr. Jones giving $9,600 check to farmer 


Federal insurance makes long-term irrigation loans bankable 


tion and 1 per cent passed along to the 
Farm H.A. for its costs and insurance 
of the total outstanding amount of the 
loan. Also, the government will buy 
back the loan at 100 per cent of the 
amount outstanding any time during 
its eleventh year. 

Some years ago, when somewhat 
different yields and terms prevailed, 
our bank put approximately $2,225,000 
into these insured farm home owner- 
ship loans, then ceased buying them 
because the then yield fell below other 
available investments. We have held 
them, and they are coming into their 
resale option years during 1956-59. 
Purely because of yield, we expect to 
sell them back to the government as 
they become eligible for resale. 

Last autumn’s revision of rates, 
maturities, and take-out arrangements 
brought Farm H.A. guaranteed loans 
back into the range of desirability. 
Also, Congress extended this same 
type of insurance to 20-year loans for 
farm irrigation, on a broadened geo- 
graphic basis. Such a loan can be made 
only to a farm owner or operator who 
is unable to obtain the necessary credit 





on reasonable terms and conditions 
from private or cooperative sources, 
and the loan is secured by the best 
liens obtainable on chattels or real 
estate to adequately protect the gov- 
ernment’s interests. 

One additional provision of Farm 
H.A. insurance in the field of irriga- 
tion loaning has not been mentioned 
here. Non-profit cooperative organiza- 
tions of the general type of irrigation 
districts are eligible for loans up to 
$250,000 and for terms up to 40 years 
if they are unable to obtain adequate 
credit elsewhere and can meet certain 
other conditions. 

The loans to individual farmers have 
been more active. In our part of the 
country, federal insurance of irriga- 
tion loans was good news. The South- 
eastern states rather generally have 
two very dry months late in summer, 
when a small difference in rainfall can 
make or break many crops. The past 
three years have all seen bad droughts, 
with practically all crops either sadly 
reduced or totally burned out. South- 
ern farmers consequently had been 
talking irrigation with enthusiasm. 
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To our Banking Friends: 


of up to twenty years. 


in the eleventh year. 


blem. 


elsewhere, 








Letter sent to correspondent banks in the Southeast 


THE First NATIONAL BANK OF ATLANTA 


No doubt the current drought throughout the Southeast has caused you 
and many of your farmer customers to think seriously about the possibi- 
ties of irrigation and how to finance it. We have been thinking about this 
too. We were looking for a program that would be advantageous to farm- 
ers, to banks and to our Southeastern region generally. We think we have 
found it in cooperation with the Farmers Home Administration, which has 
worked out a program for financing itrigation for farmers over a period 


The new Irrigation Loan program provides for loans to farmers at a 
rate of 4-1/2%. Congress has directed the Secretary of Agriculture to in- 
sure these ioans 100%. Banks can make the loans with a net yield of 3-1/2%. 
The Farmers Home Administration will agree to repurchase any loan unpgid 


We are enclosing a memorandum covering the high points of this program. 
Complete information may be had from your County Supervisor of the Farm- 
ers Home Administration. Our Executive Vice President, Mr. Herman Jones, 
who has participated in the formulation of this program on both the state and 
the national level, will also be glad to help you if you have a particular pro- 


We feel that, whenever their investment programs will permit, the local 
banks will probably like to have these notes of their customers which are fully 
insured by the Farmers Home Administration. However, if you do not wish 
to carry such notes originating in your area, the First National Bank of At- 
lanta is currently in the market for them. We have already told the Farmers 
Home Administration we will take up to $5,000,000 of them in Georgia and 


THE FIRST NATIONAL BANK OF ATLANTA 





Reports On... 


gripped the South 


THE First NATIONAL BANK OF ATLANTA 


IRRIGATION THROUGH SOIL, AND WATER CONSERVATION LOANS 


The First National Bank of Atlanta in cooperation with its correspondent 
banks and the Farmers Home Administration is ready with what we believe 
to be a sound, helpful program to finance the development of vitally needed 
irrigation systems for southeastern farmers. 
t this 

















The severe drought that has 





inevitably bring. 


stances. 


Who may borrow? 








ous planning for water conservation, not only b 
mands it, but also because our farmers must prepare themselves today to 
meet the overwhelming demand for food and fiber that the years ahead must 


This new program - for which the First National Bank of Atlanta has set 
up the sum of $5,000,000 - was made possible by a 1954 Act of Congress 
which extends to the entire nation irrigation aspects of the Farmers Home 
Administration Soil and Water Conservation Loans previously available only 
to seventeen Western states. 


Soil and Water Conservation Loans encourage and help farmers in the 
improvement, protection, and proper use of farm land by providing adequate 
financing for soil conservation; water development, conservation and use; 
and drainage. The loans help farmers and ranchers make good use of land 
diverted from the production of surplus crops, protect their land resources 
against adverse weather conditions, and 


A series of questions and enswers explaining the details of the Soil and 
Water Conservation Loan program follow: 


To be eligible for a Soil and Water Conservation Loan an applicant must: 
1. Be a citizen of the United States. 
2. Be a farm owner or operator. 


3. Be unable to obtain the necessary credit on reasonable terms and 
conditions from private or cooperative sources. 


has forcefully pointed up the need for seri- 
< ity de- 





improve their economic circum- 





Summary of the Farmers Home Administration provisions 


The First National has acquainted other banks with the program, and offered assistance 


But their ardor usually cooled when 
they found out how much it would cost 
and the terms on which they could 
borrow. Without the plus factor of 
government insurance, the farmer’s 
home town bank had to ask 25 per cent 
to 33 per cent down payment, interest 
at 6 per cent or higher, and a maxi- 
mum term of three years. We know of 
a few small installations, for irrigating 
such plots as six or eight acres of 
tobacco, strawberries, or garden truck. 
But irrigation of the much larger 
acreages devoted to pastures, grain, 
peanuts, cotton and the like were out 
of the question for most farmers. 

Our bank had a small part in plan- 
ning the Farmers H.A. program re- 
vision, and we promptly made applica- 
tion to become an accredited lender, 
not only for our own territory but also 
nationally. Loans are approved by the 
Farm H.A. only after its experts have 
done all the engineering and financial 
work. A loan eventually comes to the 
lending agency from a state Farm 
H.A. office, with a request for a check 
for the face amount payable to the 
approved borrower. If at any moment 
the banks within a state are not buy- 
ing, then that state office of Farm H.A. 
offers the loan to a nationally ac- 
credited lender elsewhere. Through 
this process, we have obtained a sprin- 
kling of distant loans from as far away 
as Maine and Iowa. 

We authorized the investment of up 
to $5,000,000 in Farm H.A. insured 
irrigation loans, and when we reach 
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this total we expect to keep turning the 
amortization payments back into the 
same type of loans. Also, as our older 
Farm H.A. farm ownership loans are 
resold in the next five years, we pres- 
ently plan to reinvest the proceeds in 
irrigation loans. For purposes of bank 
investment, the two kinds of Farm 
H.A. loans are identical, except that 
irrigation loans amortize in a maxi- 
mum of 20 years instead of the maxi- 
mum 40-year term of the farm home 
ownership loans. 


F the money market behaves nor- 

mally, we believe that a secondary 
market will develop for these loans 
just as it long since developed for 
F.H.A. mortgages and other kinds of 
government insured loans. The first 
indication of this came up while this 
article is being written: we have just 
had an inquiry from an institution 
that is interested in $2,000,000 worth 
of such loans for trust accounts. 

Our first loan, completed last De- 
cember 1 at Tifton, was typical in all 
respects but the publicity attending it. 
The borrower, J. B. Arnett, owns his 
150-acre farm and has made a profit 
regularly since he bought it in 1930, 
until the 1954 drought brought him a 
major crop failure. Last summer his 
shallow well and a lake on his farm 
both went dry. He drove a 1,000-gallon 
tank to town every day to get water, 
and used this where it would do the 
most good, but that was not nearly 
enough. On 6% acres of tobacco, which 






should have brought him $8,000, he 
realized $1,200. His 44 acres of pasture 
burned up. From 37 acres of corn he 
harvested 200 bushels. His 8% acres 
of peanuts were not worth selling; he 
baled them up for hay to help carry 
his livestock through the winter. 

His local banker recommended a 
Farm H.A. irrigation loan and re- 
ferred him to the Tift county super- 
visor of the Farm Security Adminis- 
tration. Through that agency an engi- 
neering study was made of his problem 
at his expense, an installation was 
planned, and the costs estimated. Fi- 
nally, the three-member Farmers H.A. 
committee of his county, which in- 
cludes at least two local farmers, met 
to approve his security as the best 
obtainable, the man himself as a bor- 
rower, and his project as feasible. 
After this approval, the application 
went to the Atlanta Farm H.A. office. 
When it cleared all requirements there, 
that office asked The First National 
Bank of Atlanta for a check for $9,600 
payable to the farmer. 

In that part of Georgia, a plentiful 
water supply can be reached by drilling 
no more than 400 feet. Arnett’s loan 
paid for an eight-inch well, a large 
pump, along with 2,300 feet of alumi- 
num pipe, couplings, and sprinklers 
that can be moved around the farm 
much like garden hoses. This year, 
regardless of weather, the Arnett farm 
will have plenty of water on its crops. 
In our opinion, that loan—and most 

See FARM IRRIGATION FINANCING—Page 88 
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A.B.A. and N.A.B.A.C. groups in their study 
of the check processing problem, see a 
presentation of invisible coding 





4 Look at AUTOMATION 
in CHECK HANDLING 


By 
HENRY J. BOONE 


Editor, Burroughs Clearing House 


PLAN that contemplates the use 

of an invisible code on paper 

checks as the starting point for 
bringing automation to bank book- 
keeping was presented to two banking 
groups in meetings at Rochester, New 
York, during the past month. 

The first to witness the presentation 
was a group of leading bank operating 
men representing the Bank Manage- 
ment Commission of the American 
Bankers Association. Their presence 
at the meeting was actually in line 
with a Bank Management Commission 
program, organized some months ago, 
to bring the banks and the office equip- 
ment manufacturers together on the 
problems of automation, particularly 
in the highly important field of check 
handling. 

As a first step, the Bank Manage- 
ment Commission named a Committee 
on Mechanization of Check Handling 
and a Technical Subcommittee to the 
Committee on Mechanization of Check 
Handling, to develop a set of guiding 
principles for the office equipment 
companies. These principles were 
fully set forth in a booklet, “Automa- 
tion of Bank Operating Procedures,” 
which was sent to the companies with 
the statement that the coordination 
program was intended to be “of serv- 
ice not only to the banks but also to 
the manufacturers in providing func- 
tional specifications for equipment 
design.” Manufacturers, after review- 
ing the booklet, were requested to re- 
port to the committee on their interest 
and facilities in bank automation. 

These specifications included such 
points as: The check should act as its 
own carrier of basic information. 
Equipment should be designed to ac- 
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cept any size check within upper and 
lower limits. Provision must be made 
for random paper thickness. Checks 
must be rejected where there is a fail- 
ure of accurate reading. 

It was against this background that 
the A.B.A. group attended the presen- 
tation at Rochester. Making up the 
group were: Raymond C. Deering, 
chairman of the Bank Management’s 
Committee on Mechanization of Check 
Handling, and senior vice-president, 
Manufacturers Trust Company, New 
York City; John A. Kley, chairman, 
Technical Subcommittee on Check 
Handling and _ vice-president, The 
County Trust Company, White Plains, 
New York; C. M. Weaver, assistant 
vice-president, The First National 
Bank of Chicago; L. A. Erickson, as- 
sistant vice-president, The First Na- 
tional City Bank of New York; Her- 
bert R. Corey, assistant comptroller, 
The First National Bank of Boston; 
A. R. Zipf, assistant vice-president, 
Bank of America N.T.&S.A., San 
Francisco; and Melvin C. Miller, dep- 
uty manager, A.B.A. 

The second group at Rochester rep- 
resented the Commercial Operations 
Commission of The National Associa- 
tion of Bank Auditors and Comptrol- 
lers. Heading the group was Forde U. 
Steele, chairman, Commercial Opera- 
tions Commission, and assistant vice- 
president, Central National Bank of 
Cleveland. Other members were John 
C. Macy, assistant comptroller, The 
First National City Bank of New 
York; Henry J. Rohlf, vice-president, 
Mercantile Trust Company, St. Louis; 
and Denton A. Fuller, president, The 
Citizens National Bank, Wellsville, 
New York. Representing the associa- 
tion’s headquarters staff, Chicago, 
were Harry E. Mertz, assistant execu- 
tive secretary, and Robert H. Bukow- 
ski, assistant secretary. 
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They represented N.A.B.A.C. 
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A.B.A. group that saw demonstration of new step in bringing automation to bank bookkeeping 
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A.B.A. booklet outlines 


coordination program 


For many months, the Commercial 
Operations Commission has been de- 
voting itself to the problem of auto- 
mation in check handling. Among 
other steps taken by the association 
was the mailing of a questionnaire to 
some 300 selected banks in the proc- 
ess of studying the various problems 
involved, including the matter of 
check coding. 

The new, invisible coding system 
presented at Rochester represented a 
joint presentation by three corpora- 
tions, Burroughs Corporation, Detroit, 
The Todd Company, Inc., Rochester, 
New York, and Addressograph-Multi- 
graph Corporation, Cleveland, Ohio. 
Coding equipment, it was pointed out, 
already has been developed experimen- 
tally and tested and is ready for initial 
field testing. The code can be placed 
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on paper checks as a by-product of 
other, necessary printing at little or 
no additional cost and will identify 
both the depositor and the bank on 
which the check is drawn. Since the 
system has been adapted to the use of 
paper checks, there need be no change 
in customers’ check writing habits. 

Devices for automatically reading 
this code, it was explained, will make 
it possible to sort checks automati- 
cally. Thus, with the new system, 
banks will be able to sort their own 
checks by customers and for distribu- 
tion to other banks with a much 
greater degree of speed and efficiency 
than has been possible up to now. 

It was anticipated also that it would 
be possible to code the amount on the 
check as an automatic by-product of 
necessary proving operations in the 
bank. With this technique, amounts 
would be read automatically. 

It was contemplated that bank 
bookkeeping systems employing these 
basic principles would be formulated 
to cover the full range of banking 
operations. Relatively simple methods 
of automation would be available to 
small banks and more complete, fully 
electronic systems would be available 
to larger institutions where they are 
economically feasible. 

The first field testing of units of 
the new system, it was said, would 
take place within the next six months 
and it will require quite some time to 
perfect the overall system. It was 
contemplated that the first applica- 
tions would involve special checking 
accounts which are best suited to field 
testing procedures, with final produc- 
tion plans and equipment availability 
dates awaiting the results of the tests. 

In a joint statement announcing the 
far-reaching developments, the presi- 
dents of the three corporations, John 
S. Coleman of Burroughs, George L. 





Todd of The Todd Company, and J. B. 
Ward of Addressograph-Multigraph, 
pointed out that over eight billion 
checks are drawn annually on commer- 
cial banks and government agencies, 
and the volume has more than doubled 
since 1939. “Bankers have for many 
years been seeking ways and meais of 
solving the processing problems re- 
ated by this rapidly increasing work 
load,” the statement continued. “They 
have been looking to office equipment 
manufacturers for automatic equip- 
ment which will do the job economi- 
cally, accurately and with much 
greater speed. 

“Banks have been confronted with a 
problem not found in many other in- 
dustries where automation has pro- 
gressed more rapidly. Traditionally, 
companies and individuals have used 
a wide variety of check sizes, depend- 
ing on their personal preferences. 

“As a result of our very close col- 
laboration, our three companies be- 
lieve they are now on the road to a 
satisfactory solution to the problem 
of applying automation to bank book- 
keeping operations. Our experience 
has demonstrated that it is feasible to 
read the basic document—the paper 
check—automatically in spite of the 
desirable variety in check sizes that 
exists. With the solution of this prob- 
lem, of course, many kinds of auto- 
matic systems are possible, and it is 
too early to say for sure exactly what 
form the final system will take. This 
can be determined only through ex- 
haustive tests in actual operations. 

“The problem confronting banks is 
different from that present in other 
businesses where it is possible to con- 
trol the exact size and form of the 
original document. We have long been 
convinced that specialized equipment 
is necessary to handle the job with the 

See CHECK HANDLING AUTOMATION—Page 86 
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The bank decided it wasn’t fully developing 
its farm business potential, and took 
steps to correct the situation 


Business Building Asset: 
FARM SERVICE DEPARTMENT 


OME years ago we began wonder- 
ing about our bank’s total farm 
business in relation to the poten- 


By 
CLIFFORD DANIELSON 


instances of business we were not get- 
ting, and common sense _ indicated 
President. 


tial volume. Our community has a 
nice balance between agriculture and 
industry. The farm land is good and 
the farmers are predominantly pros- 
perous. This bank has been here since 
1867, and has long maintained a close, 
friendly relationship with the entire 
community, both in town and in the 
country. We had pretty much taken 


The National Bank & Trust 


Company of Sycamore, Sycamore, Illinois 


for granted that what farm business 
could be had was coming to us. 

But on closer inspection we did not 
feel so sure that we were doing as well 
in this field as might be readily pos- 
sible. We could call to mind specific 


there must be a great many more 
instances of which we were unaware. 
Also, it was evident that an increasing 
proportion of farms in our area were 
passing into absentee ownership for 
one reason or another, with the natu- 
ral tendency to remove much of the 
banking to the owners’ home towns. 
The more we thought about it, the 


more desirable it became that we do 


Exemplifying two important activities of the bank’s farm service department 


Brochure on farm management for absentee owners 


ihe 


Can your farm pray a 


YEAR «/cer YEAR? 


Monthly bulletin for farm customers and dealers 























THE NATIONAL BANK & TRUST COMPANY 
SYCAMORE, ILLINOIS 


FARM NEWS LETTER 
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CATTLE AND CALVES on feed April 1, 1955 in 14 major feeding states are estimated to 
exceed the year-ago number by 12 per cent. This compares with an increase of 8 per cent 
at the beginning of the year. Corn belt farmers have 9 per cent on feed compared with an 
increase of 4 per cent on January 1, 1955. The largest increase from a year ago is in Cal- 
ifornia, up 54 per cent. That state has now moved to fourth place - behind lowa, Nebraska 
and Illinois - in number of cattle fed. Iowa farmers had more cattle on feed than Nebraska 
and Illinois combined and nearly four times the number in California. 








WIDE USE OF STILBESTROL in feeds for fattening cattle is being made by DeKalb County 
feeders as well as in other sections since the first of the year when it was officially approv- 
ed for Illinois. L.E. Card of the University of Illinois reports that on the basis of experi- 
mental work to date the feeder can expect an average daily gain increase of 10 to 20 per cent 
and lower cost of gains. However, Dr. Card advises feeding of the hormone only to yearling 
and two vear old market cattle over a short feeding period, and warns that breeding hogs 
should not be allowed to follow cattle so fed. He also warns against letting young calves, 
breeding cattle or dairy cattle eat feed that contains stilbestrol. Feeding stilbestrol seems 
to increase gains most when the ration is made up of a low quality roughage or a full feed of 
corn. The effectiveness of the hormone is said to be reduced when fed with high quality leg- 
ume roughage. No research has been done on feeding stilbestrol while cattle are on a good 
legume pasture. 


AN EARLY SCOURS.PREVENTIVE developed by Dr. Karl Paul Link of the University of Wis- 
consin has been termed a practical solution to white scours. Scours has been the nation's top 
killer of purebred dairy calves, reports the American Foundation for Animal Health. This 
product, prepared irom the blood of norma! mature cattle, is irradiated with ultra violet rays, 
spray dried, and fortified with vitamin K and predigested milk solids. White or early scours 
usually occurs within 72 hours after birth and is caused by bacteria that enter the digestive 
tract before the calf receives its first feeding of colostrum which normally contains the anti- 
bodies that must be present to fight off infectious diseases. This preventitive controlled by the 
Wisconsion Alumni Research Foundation contains a high concentration of gamma globulin which 
contains the same anti-body factors present in colostrum. This material can be absorbed dur- 
ing the first 24 hours after birth and takes the place of colostrum where not immediately avail- 
able to the calf. 











PROTECTION FROM CORN ROOT INSECTS can now be obtained by the use of aldrin and other 
similar new chemicals, advises John H. Bigger, University of Illinois entomologist. This may 
be applied as a spray immediately ahead of planting and then disked into the soil or with starter 
fertilizer at time of planting. A number of hybrid seed corn companies have obtained good re- 
sults with this latter method and an additional going over the field is not required. However, 
Dr. Bigger cautions the user to remember that these chemicals tend to move downward in the 
soil so should not be placed below the seed. He says that properly applied aldrin will kill wire 
worms, corn seed maggots, corn seed beetle, white grubs and possibly other insects. 


How our Farm Service Department is prepared to help you 
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CARROLL MUMMERT, Manager 
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Burroughs Clearing House 
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Assistant Manager Clifford McConnell talks cattle feeding 








Manager Carroll Mummert on a farm call 


Farm production and mortgage loans now about equal the bank’s total loans six years ago 


something constructive to improve our 
situation in respect to farm business. 
Mind you, there was no emergency, 
not even a single specific incident that 
turned our thinking in this direction. 
But there gradually evolved a deter- 
mination to set up a department spe- 
cifically devoted to farm work. 

A county agent in a neighboring 
town turned out to be considering a 
move, and the upshot was that he came 
to us as manager of our farm service 
department early in 1949. That marked 
our first definite step in this direction. 

The new man, Carroll Mummert, 
had as a starting nucleus three farms 
that we handled in trust estates. These 
were turned over to him to manage. 
But our idea was by no means to re- 
strict the new department’s activities 
to farm management. We recognized 
that farm management offers an open- 
ing for useful and moderately profit- 
able service. But we wanted to reach 
out beyond that, to build a closer rela- 
tionship with the farmers of our ter- 
ritory by helping them to operate their 
farms more profitably and soundly. 
That is why we named this the “farm 
service” department. Of course we 
expected that closer acquaintance with 
the farmers, and valuable service ex- 
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tended to them, would in the long run 
bring more deposits and loans to the 
bank. 

These results have come to us as 
planned. For example, our agricul- 
tural loans and farm mortgage loans 
today are at about the same level as 
our total loans and discounts six years 
ago. Our deposits have moved upward 
rather faster than would have been 
probable without the farm work. 


There is no way known to us of meas- 
uring precisely what is directly due 
to the farm efforts of the bank, but 
we are certain that we have benefited 
substantially. 

One result has been somewhat dif- 
ferent from our original plan, al- 
though certainly it is a welcome de- 
velopment. As our farm service «man 
traveled around the area visiting 

See FARM SERVICE DEPARTMENT—Page 90 


The bank’s growth has necessitated these new quarters 
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for the future 


What the program is, what it has done, 
the methods used, and the plans 


New York’s Award-Winning 
PUBLIC RELATIONS PROGRAM 


DYNAMIC public relations pro- 
gram using all media of mass 
communication has been put in- 

to action by the Educational Founda- 
tion of the New York State Bankers 
Association with amazing results. 
The program has been cited nation- 
ally for its outstanding public rela- 
tions achievement by the American 





COVER PICTURE 


Under the auspices of the Educational 

Foundation, Miss Cora Blanchard, right, 

president of the National Association of 

Bank Women, discusses banks and family 

finances in a television interview. She is 

assistant treasurer, Suffolk Savings Bank 
for Seamen and Others, Boston. 





By 
JOHN J. MACKLIN 


Director, News Bureau, 
New York State Bankers Association, 
New York 5, New York 


Public Relations Association and the 
NYSBA’s program has been selected 
for inclusion in the new “Archives of 
Public Relations” recently established 
by the Library of Congress in Wash- 
ington, D.C. 

Like a new born babe, the Founda- 
tion first learned to crawl and is now 
learning to walk, and learning fast. 

What the Foundation is, what it has 
accomplished, how it was done, what 
has been learned that others may 


The program covers employee relations, as a vital link in improved community relations 


profit from, is what we will try to 
describe in this article. 


What the Program Is 

The Foundation is a voluntary pub- 
lic relations effort. Its purpose is, first, 
to develop and disseminate knowledge 
of improved banking techniques and 
of their value in meeting banks’ re- 
sponsibilities to their communities; 
and second, to encourage the broadest 
possible public understanding and ap- 
proval of the American banking sys- 
tem and of the vital role of banks in 
our economy. 

It was established in answer to a 
mandate rendered to the officers of- 
the Association at its 57th Annual 
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FUNCTIONAL ORGANIZATION CHART 
New York State Bankers Association's 
EDUCATIONAL FOUNDATION 
















































































A 12-page “blueprint” of the public relations program 

















Organization chart shows broad scope of Foundation activities 


All media of mass communication are used to increase public understanding of banks 


Convention in May of 1953. Its con- 
cept was contained in recommenda- 
tions of a special Association commit- 
tee created in 1953 to implement the 
Convention Resolution. Members of 
this organizing committee were: Ed- 
ward-F. McDougal, assistant treasur- 
er, Bankers Trust Company, New 
York City; Thomas O. Waage, man- 


ager of the public information de- 
partment, Federal Reserve Bank of 
New York; and Crawford Wheeler, 
vice-president, The Chase Manhattan 
Bank, New York City. 

The Foundation is governed by a 
board of trustees who are also the 
members of the Executive Committee 
of the New York State Bankers As- 


sociation. The affairs of the Founda- 
tion are administered by an education- 
al director, C. William Green, under 
the direction of a Committee on Plan- 
ning and a Committee on Finance. 
The Foundation is financed by volun- 
tary contributions from commercial 
banks in New York State. It has been 
in operation for fifteen months. 


There are complete speech kits, covering 17 subjects for every type of audience 
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From: Educational Foundation 
New York State Bankers Association 
EXTRA! THE R-F-D GAZETTE 


A Collection of News Items for the Exclusive Use 
of Radio Farm Directors in New York State - 


Poultry ""Eggs-Hibition" Held 





County. 








From: Educational Foundation 


Dumy New York State Bankers Association 
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THE STORY OF A CHECK............ 
eee 


necessarily in the home. 


1946 activity. 


adec nearly 17 million ten yeare later. 








The Foundation has issued over 2,000 radio scripts and recordings 





























The Tompkins County Trust Company of Ithaca recently held a 
poultry "Eggs-hibition" eas an aid to the poultry industry in Tompkins 
The displeys in the bank lobby emphasized the importance of 
the two million dollar poultry industry in the county and urged in-. 


creased consumption of eggs and poultry products as an aid to health. 


TIME: About 2 Min. 35 sec. : 
(Public Service Script Material for Women's Programs) 


The Women‘'e Bureau of the U. S, Labor Department hae just come 


out with some interesting new evidence that @ woman's place is not 


Not only are there,more American women working today than before 
World War II, but aleo they have entered a great many more fields of 


In 1940 there were 12 million working women in thie country end 


And here'a a surprising bit of information: 
stat of 1 million more women holding operating jobs at electrical supply plants 
and apparel factories, while the number employed in household duties as 
housekeepers and leundresses fell from 1,390,000 to 600,000. 


There are women working today in 446 different occupations 
ry 
’ + 2 








there is an increast 








TV panel on “How to Buy a House” has good response 


A major activity has been to supply public service material to radio and TV stations 


The total cost of the Foundation 
including salaries, production costs, 
tools, materials, tapes, platters, re- 
cordings, kinescopes, travel, etc. has 
been approximately $55,000. It is sin- 
cerely believed that the maximum 
mileage has been obtained for each 
dollar spent. 


What Has Been Done 

1. Radio and Television. Here we 
have attempted to tell commercial 
banking’s story to the maximum audi- 
ence in the shortest possible time, to 
create mass impact, to strengthen and 
to increase favorable public opinion 
of banking, its people and its profes- 
sion. 

During the past eight months the 
Foundation has distributed more than 
2,046 scripts, tape and disc recordings 
for use on daily radio programs 
throughout the state. Films and kine- 
scopes have also been offered to the 
state’s television stations with a high 
degree of use. 

Further, commercial banking’s mes- 
sage has been carried over 254 pro- 
grams in more than forty radio cities 
and eleven television centers in New 
York State. On one recent radio show 
it was estimated that the program 
was heard over 200 U.S. radio stations. 

This program was the “This I Be- 
live” show, and featured the views 
of a commercial banker, in this case, 
Hulbert Ss. Aldrich, president, 
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NYSBA, and president, The New York 
Trust Company. 

Another radio show receiving na- 
tionwide attention featured Miss Jean 
Bradley of The Bank of New York, 
who discussed the role of women in 
banking. The show, “Luncheon with 
Frank Farrell,” was fed to the entire 
ABC network of 316 stations through- 
out the U.S. 

On network television the Educa- 
tional Foundation conceived “The 
Teller,” shown coast to coast by the 
National Broadcasting System. The 
dramatization told the story of a local 


commercial bank as a theater of action 
in which human dramas are enacted 
daily. The thirty minute show por- 
trayed, for the information of a na- 
tionwide audience, how countless peo- 
ple benefit because “our town has a 
bank—a good bank—like the one in 
your town.” The live telecast was seen 
by several million people in 45 major 
metropolitan areas of the country. 
Success has also been scored with 
the educational film “Bill Bailey and 
the Four Pillars.” This is the story 
of important financial contributions 
rendered by a commercial bank to its 


Public relations workshops bring program to local level 





Burroughs Clearing House 
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MAKE BETTER IMPRESSIONS 





Folders cite importance of banks to individuals and business Typical of 24 posters aimed at harmonious customer relations 


Through the printed word, also, the Foundation seeks to enhance banking’s status 


farm community when it was faced 
with a downturn in its economy. 
These specific programs are cited to 
show the diversification of subject 
matter, and the national “impact” of 
some of the Foundation’s activities. 
On the average, there has been 
Foundation material used on radio or 
television in some city, town or village, 
every day for the past eight months. 
These programs ranged from short 
spot announcements to thirty minute 
live panel and interview shows. In 
addition, three films on banking, pro- 
duced by the American Bankers As- 
sociation, have been in constant use, 
being shuttled back and forth from 
television station to television station. 
2. Printed Material. Earlier this 
year the Foundation developed the 
first series in a program of published 
material designed to create the broad- 
est possible acceptance of the “all- 
purpose” commercial bank in the com- 
munity. To accomplish this there was 
issued a series of twelve folders de- 
signed for statement stuffers, counter 
distribution and general public con- 
sumption. Each was written to drive 
home the vital role of banks in our 
economy and to increase over-all pub- 
lic understanding and approval of the 
American commercial banking system. 
Since the folders were released over 
one million have been ordered. 
3. Morale Building Posters. To im- 
plement the radio and television ac- 
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tivities on the outside, and the state- posters. Each illustrated poster was 
ment stuffers at the bank counter level, developed for use on employee bulletin 
the Foundation has also made avail- boards, in employee lounges, or in 
able a series of 24 personnel relations See PUBLIC RELATIONS PROGRAM—Page 93 





Educational Foundation Receives National Award 


For its outstanding achievement in the field of public relations, the New 
York State Bankers Association has been presented with a national award 
by the American Public Relations Association. John H. Smith, Jr., president 
of the latter group, is shown below (at left) making the presentation to 
Albert L. Muench, executive vice-president of the NYSBA, while C. William 
Green, director of the Foundation, looks on. 

Said Mr. Smith: “The committee of judges found the program is well 
detailed and integrated with more than 300 banks participating at both the 
local and state level. Through various media some eight million people have 
been contacted and the operation has shown notable results.” 











Mobile cash trucks can be wheeled 
into position anywhere along - 


a continuous line 





VEW TELLER COUNTER 
Provides Maximum Heamility 


By 
EARL BURKE 


signed to induce an atmosphere 

of friendly customer relations, 
has been developed and adopted as 
standard equipment by Bank of Amer- 
ica in California. 

The long continuous counter has 
no cages, no windows or wickets—- 
just an unbroken line of plate glass 
extending the length of the banking 
room. Customers can look down 
through the clear glass top and watch 
the teller handling his transactions on 
the working ledge below. 

The chief advantages are that this 
type of counter does away with the 
traditional barriers, especially the 
effect of the “closed window” upon 
waiting customers. On the teller’s side 
of the counter are no partitions or 
separations, which permits great flexi- 
bility in teller assignments. 

Tellers may take their post any- 
where along the counter by simply 
wheeling a teller’s mobile cash truck 
into position and placing their deal 
plate, also teller’s name plate, on the 
counter top to signify they are open 
for business at that spot. Tellers may 
be spread apart or stationed fairly 
close together to suit special condi- 


A new flexible teller counter, de- 


tions. Additional tellers may come 
quickly into the line during peak 
periods. 


On the former counter line the 
number of windows was fixed and 
spaced five feet apart. When all those 
windows were open no more tellers 
could be added. The continuous counter 
permits an approach as close as 3’9” 
and still provides adequate working 
space. 

A replacement teller with his indi- 
vidual cash box can take over any sta- 
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All supplies are carried in 


tion immediately without waiting to 
check out the first teller’s cash. Like- 
wise the relief teller for the noon 
hour merely places his cash box in 
the proper place on top of the mobile 
truck used by the teller being relieved. 

The teller’s deal plate is plate glass 
with a metal facing containing a slot 
in which to slide the printed descrip- 
tion of the service rendered. When the 
teller closes his station he takes his 
deal plate and personal name plate 
down. 

The glass counter top is designed 





teller’s mobile cash truck 


to stand 53” high from the floor. The 
working ledge a foot below is 41” 
high and closed at the lobby side by a 
vertical partition 12” high of frosted 
glass. Beneath the counter are no 
supply shelves, storage cabinets or 
form racks. All cash and supplies are 
carried in the teller’s mobile cash 
truck. 

On top of this truck are two remov- 
able units, one being the cash box 
which can be placed to work from 
either right or left side. This unit 
provides storage compartments for 


Burroughs Clearing House 








Tellers setting up at Wilshire-Vermont Branch, Bank of America, Los Angeles, just before the opening hour 


At peak hours, adjustable teller space can be only 3’9" wide and still provide adequate work room 


Teller places deal plate on counter and is “in business” 


bills of different denominations, roll 
coin and cash paid items which must 
have the same protection as cash. 
Special butterfly hinges permit the box 
top to stay in the open position, and 
triangular metal wings on two sides 
screen the cash contents from view of 
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people on the lobby floor. The other top 
unit is a batch-work tray for counter 
work received by the teller. Both top 
units may be removed to provide work 
space before and after banking hours. 

Below these top units is another 
locked section to safeguard excess cash 


and other valuables. To the right are 
shelves for specific supplies and forms 
covering all current transactions. Be- 
hind these shelves is a compartment 
for the teller’s personal belongings, 
such as girls’ handbags and the like. 

After close of business the teller’s 
coin tray, surplus cash and identifi- 
cation stamps are also placed in the 
cash box, which is locked, removed 
from truck and stored in the vault 
under double custody overnight. The 
mobile trucks are wheeled under the 
counter for temporary storage. 

The glass counter design adopted 
is the result of a long period of ex- 
periment. The new equipment was first 
given an experimental tryout at the 
bank’s Lake-Green office in Pasadena. 
Results were found excellent in speed- 
ing customer service in rush hours. 
After further experiments and modifi- 
cations the bank decided to have the 
final design installed in all new offices 
and major remodeling projects. 

The new continuous counter has al- 
ready been installed in 25 new offices 
in Southern California. In Northern 
California it is now in five new 
branches and currently scheduled for 
18 additional offices. 

The flat continuous counter idea is 
not exactly new. During the past 30 
years other banks have developed va- 
rious types of flat counters, notably 
the City National Bank of Columbus, 
Ohio. Bank of Ameirca’s continuous 
glass counter and the teller’s mobile 
cash truck offer a fresh approach to 
the problem of maintaining pleasing 
customer-teller relations. 
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BIG REASONS 


why more than 2,200 banks all over the nation are using 
Manufacturers Trust correspondent bank services 





GROUP LIFE INSURANCE PLAN in which more than 600 of Manufacturers Trust 
Company’s correspondent banks now participate. This plan is primarily designed 
for smaller banks which might not otherwise be able to obtain group life insur- 
ance directly because they lack the required minimum number of employees. 





RETIREMENT PROGRAM for officers and employees of Manufacturers Trust 
Company’s correspondent banks. This plan enables any bank, no matter how 
few its employees, to set up its own individual pension plan. 


For booklets on these plans, write to Mr. E. J. Nicholas, Vice-President 


Manufacturers Trust Company 


Head Office: 55 Broad Street, New York 15, N. Y. 


Member Federal Deposit Insurance Corporation 


Burroughs Clearing House 
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tilt with Locust Trust 





The old director 
anchored himself 
for a mighty swipe 


Mh. CLUTCHBILL 
bats for the “Billbovs” 


By 
FRED COPELAND 


Illustrated by: Chas. Herzog III 


LWAYS a reluctant sleeper, Mr. 
Clutchbill tossed back his quilt, 
put his bare feet on the cold floor, 

and scuffed to the open window. 

It was unearthly still in the bright 
moonlight. Then, suddenly, afar off a 
hound dog lifted his beak and sent up 
a sad bay as if portending a coming 
death. 

Mr. Clutchbill cringed and _ got 
hurriedly into bed. It was a bad omen 
for the day ... the great day. He laid 
wider awake than ever. The coming 
annual baseball game between the 
Ferndale National Billboys and the 
Locust Trust Coinbags had _ been 
enough to keep one sleepless ... and 
now this mournful bay of coming dis- 
aster! For two years the Locust Trust 
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There’s “compound interest’? in 
the Ferndale National’s 


had smugly kept the pennant. The old 
director clinched his jaws and doubled 
up his fists. Somehow—somehow— 
the Ferndale Billboys had to win. 

A little after daybreak Director 
Clutchbill got up and put on his tennis 
sneakers. Not that he was entered on 
the Ferndale bank team, but just in 
case something strange happened. 
Maybe somebody would break a leg; 
it was always a warlike affair. 

The game was scheduled for 10 a.m. 
at Locust Village, the homesite of the 
rival team. Past history revealed it 
needed all day to run off nine innings, 
what with the arguing that ensued. 

The Ferndale Billboys were to go 
down the ten miles in an old yellow 
hornet-colored school bus. It had, as 
usual, been a job to rake up nine 
players to fill out a slate of nine men. 
But a team had been made up with 
Cashier John Atwood pitching; Willie 
Dexter, the teller, catching; President 
Perkins on first base; Director Mc- 









Tavish on second; the thin Mr. Spear- 
hawk covering center field; and enough 
more, including the elderly janitor who 
worked for the bank and several stores, 
and three eager heavy depositors. 

The annual game was always played 
on a Saturday when the banks were 
closed, but at 9 o’clock the curb beside 
the Ferndale National bristled with 
greater activity than ever as Mr. 
Clutchbill bore down on the yellow bus 
taking on its bank team of Billboys 
and a dense stuffing of rooters. 

Although the morning had started 
sunny, a black thundercap, lit with 
streaks of purple light, had now” 
showed up. It added its thunder to 
that of the old engine on the bus as 
the rig, veiled with tobacco smoke and 
its own black fumes, backed like an 
elderly tug out onto Main street. 

One mile out of town the thunder 
storm broke in sheets of rain, but it 
was pinching out to a tail-end mist 

See MR. CLUTCHBILL PINCH HITS - Page 98 
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to plan 
new bank 


quarters 


for future expansion... 


Headquarters: ST. LOUIS, 9Tu & Sipney STREETS 
Offices in: ATLANTA, WeEsTERN Unton BLDc. 
CHICAGO, 333 Nortu MicHIGAN 

MIAMI, 5204 West FLAGLER 

NEW YORK, 103 Park AvENUE 

SAN FRANCISCO, 275 Post StrEET 

Operating Outside the Continental U. S. as: 

Bank Bur_p1nc CorPoORATION INTERNATIONAL 
Operating in Mexico as: Eviricios Para BANcos 


No. 6 


in a series of discussions important to every banker 


your designer must know 
the banking business 


Many a banker, barely settled in new quarters, finds 
business growth can actually bring financial loss — if 
these new quarters were not designed for future 
expansion as well as present business volume. 


- 


And to plan for future expansion, your designer must 
know banking operations. He must know them thor- 
oughly, as a result of specialized knowledge and expe- 
rience in the bank building field. Only then can you be 
sure you have made a wise investment — and _ that, 

when further expansion becomes necessary, your bank \ 
can expand without costly major structural changes. 


Our experience on nearly 3,000 bank quarters projects 
enables us to gauge community growth, business in- 
creases, departmental growth ratios, and to relate the * 

q 





space requirements of expansion to your bank’s specific 
operations. We start with an analysis of your bank’s 
basic functional needs. 


Your present quarters, operations, and equipment are 
surveyed, Lobby areas, space for executive, administra- 
tive, teller and other departmental operations, back 
counter facilities, the site and surrounding neighbor- 
hood, parking facilities, traffic flow inside and outside 
your bank are measured and evaluated. 








On this basis we analyze your bank’s potential growth 
and design quarters for top functional efficiency and 
economical future expansion. This specialized plan- 
ning has enabled many banks to expand... and expand 
again .... without expensive changes that rip the struc- 
tural heart out of quarters occupied for only a few years. 











Check our reputation and financial responsibility now 
—and call us in early for consultation. We'd like to 
show you, without obligation on your part, how your 
bank can benefit from our specialized services. 
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FOR EXPANSION 


Planned with an eye 
en the future, these new 
quarters are designed with 
vault in front, so bank can be 
extended to rear without 
hindrance, and each department 
expanded proportionate fo its 
growth, Location of building 

on lot makes it possible 
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Warning... 


Just as radar warns of enemy aircraft 
before they can do damage, safety paper 
detects and gives warning against check 
tampering. This round-the-clock protec- 





tion is assured your depositors when you 
supply them with checks lithographed 
on La Monte Safety Papers. At the same 
time, you compliment your patrons by 
serving them with a product of obvious 
quality. Your lithographer can show you 
samples of La Monte Safety Papers... 
or we will gladly send them direct. 





A Check Paper 
All Your Own 


Thousands of banks and 
many of the larger corpora- 
tions use La Monte Safety 
Papers with their own 
trade-mark or design made 
in the paper itself. Such 
INDIVIDUALIZED check paper 
provides maximum protec- 
tion against both alteration 
and counterfeiting — makes 
identification positive. 

















{ 


tit 
bbb) 


4 


Mail) 





igi d 











THE WAVY LINES @® ARE 
A LA MONTE TRADE-MARK 





>t 
Sos TA MONTERSON 
See 


52 Burroughs Clearing House 














bp nee Oe a oo 2 

















WASHINGTON VIEWPOINT 








Proposed Legislation 
Criticized by A.B.A. 


“Too little, too late,” is the theme 
of the American Bankers Association’s 
reaction to the proposed recapitaliza- 
tion of the Banks for Co-operatives in 
the Farm Credit System. This was ex- 
pressed by R. N. Downie, president 
of the Fidelity State Bank of Garden 





Testify on Banks for Co-ops 


City, Kansas. Mr. Downie is chairman 
of the A.B.A. Agricultural Credit 
Committee. 

In the above view Mr. Downie (left) 
is being greeted by Chairman Harold 
D. Cooley of the House Agricultural 
Committee. With them is George H. 
Stebbins, president of the Sinsbury 
Bank and Trust Company, Sinsbury, 
Connecticut. 

The pending legislation would pro- 
vide for a gradual retirement of the 
Treasury’s investment in the capital 
stock of the Banks for Co-ops; mean- 


By JOHN DONOGHUE 


Washington Correspondent 


structure and still meet all foreseeable 
needs for credit. This suggests an im- 
mediate retirement of a substantial 
portion of the Government capital in 
the banks. By reducing this capital 
now, it will be possible for the banks 
to become wholly farmer-owned in a 
much shorter period of time than is 
contemplated under the proposed bill.” 

Another point that Mr. Downie 
drove home is that the banks for co- 
ops have accumulated a surplus of $71 
million, largely because of their in- 
terest-free enjoyment of Government- 
financed capital. This money, he de- 
clared, belongs to the Government and 
should be paid back; it should not be 
allowed to slip into the treasuries of 
the co-ops. The situation is closely sim- 
ilar to what happened six years ago 
when the co-ops sought to capture a 
$68 million surplus in the expiring 
Federal Farm Mortgage Corporation. 
The then Undersecretary of the Treas- 


while there would be paid a “franchise | 


tax’’ to partially compensate the Treas- 
ury for the interest-free use of funds 


enjoyed over the past 20 years by the | 


co-operative institutions. Mr. Downie 
told the House and Senate Agriculture 
Committees that the proposed fran- 
chise tax neither properly compensates 


the Treasury for the money borrowed, | 


nor does it provide an incentive for the 
co-ops to liquidate their Government 
capital and stand on their own feet. 
The amount of Government capital 
in the banks for co-ops, Mr. Downie 


noted, is about $250 million, as against | 


loans of around $340 million. “Surely,” 
he said, “this is an unusually low ratio 
of outstanding credit to capital. We 
believe that the banks could operate 
with a substantially smaller capital 
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ury, A.L.M. Wiggins, blocked the ma- 
neuver and by direction of the Presi- 
dent, the funds were paid into the 
Treasury as a deposit against the pub- 
lic debt. 

It was manifest in Mr. Downie’s tes- 
timony that the A.B.A. has no animus 
against the co-ops, but is intent on 
rendering to Caesar only that which 
is rightfully Caesar’s. 


. ° - 


Relation of Mortgage Loans 
to Savings Deposits 


A most significant event in the 
philosophical history of banking took 
place in the chamber of the Senate 
Banking Committee on May 2. A 
banker challenged the theory that the 
amount of real estate loans made by 
a bank should be gauged by the volume 
of the bank’s non-demand deposits. 











On occasion banking publications, print 
a list of the nation’s one hundred largest 
banks. Such a list no doubt is of special 
interest to people in the banking 
fraternity, and perhaps also to certain 
manufacturers who are seeking large 
bank business. We at DeLuxe have 
never attached much significance to it 
because our interest is in all the banks 
and not in any one segment. 


Recently, however, one of our 
embryonic sales analysts ran a tape 
showing our 1954 sales to the hundred 
largest banks, and the total was rather 
impressive. Naturally, the first thing we 
noticed was that there were nine banks 
to whom we had sold nothing at all. 
We then observed that five banks had 
enriched us to the extent of three dollars 
each. This was more encouraging 
because, believe you us, some of our 
nicest relationships started with less. Of 
the remaining eighty-six banks, thirty- 
seven were substantial buyers, some 


e HUNDRED LARGEST BANKS 



























running around fifty thousand dollars 
and a goodly number well over one 
hundred thousand, with the trend on 
the “up” side in almost all cases. 


Actually, serving large banks is no 
different than serving small banks. In a 
way, it is really the check user that we 
serve. If he gets his supply when he 
wants it, and if he likes what he gets, 
then it makes little difference to us what 
size bank he does business with. This 
year we will handle well over three and 
one-half million orders for customers 
who have their accounts in more than 
twelve thousand banks, and we have to 
produce for the little fellow who runs 
the local filling station with the same 
care as we do for the big business tycoon. 
Similarly, we render the same fast service 
to all banks, large or small. We do 
appreciate, however, that it takes more 
time to win the confidence of the large 
banks, so it is gratifying to see the 
continued growth of our business with 
these institutions. 
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CHECK PRINTERS 


Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL 
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And the First Deputy Comptroller of 
the Currency agreed with him. 
Francis G. Addison, president of the 
Security Bank of Washington, D.C., 
testified before the Senate Subcommit- 
tee on Banking that the banks under 
the Comptroller’s jurisdiction should 
be permitted to make real estate loans 
up to 20 per cent of total deposits. He 
noted that in the District of Columbia, 
-where industrial loan opportunities are 
meager, the banks are under great 
pressure to make real estate loans, but 
are subject to the time-deposit ratio 
formula applicable to national banks. 
Mr. Addison made the point that in 


a time of money-stress, withdrawals 
of deposited funds by owners of time- 
accounts would be just as much a prob- 
lem as withdrawals by demand depo- 
sitors. He testified that in his opinion 
a time deposit has no sacred nature; 
that a money pinch would hit time de- 
posits just as hard as it would hit de- 
mand deposits. On this basis, he ar- 
gued, there should be no distinction 
between time and demand deposits in 
determining a bank’s allowable volume 
of real estate lending. 

L. A. Jennings, first deputy to the 
Comptroller of the Currency, respond- 
ed by saying, as a personal opinion, 





YOU CAN 


C 


to help you win and hold 
checking account customers 


BANK ON 


Both CheckMaster (free book plan) and Chexcel 
(sell the book plan) now have the best looking 


check sets in the field . . 


. and still cost less. 


Judge for yourself. Write for sample check set. 


We help you 
FIND 
customers 


with newspaper ad mats, car cards 
and radio spot announcements. 


We help you 
SERVE them 


We furnish all deposit slips, 
signature cards, ledgers, statements. 


More profitable for Banks 








‘G We help you 
: SELL them 


with counter and lobby 
posters, folders and 
illuminated displays. 


Vv No initial outlay for operating 
forms or merchandising aids. 
Bank pays only for personalized 
checkbooks ordered for accounts 
actually served. 


V Personalized plans that feature 
top quality imprinting. 


More popular with Customers 





400 MADISON AVENUE, NEW YORK 17, N.Y. 
NAPERVILLE, ILLINOIS 
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that he believes time deposits could 
well be “even more volatile” than de- 
mand deposits in a time of economic 
pressure. However, he did not feel that 
he could officially assent to the 20 per 
cent formula which Mr. Addison ad- 
vanced. 

The event is prophetic, and certainly 
of extreme interest to mutual savings 
banks and the savings and loan asso- 
ciations. 


Monetary Authorities 
Risking Blame 


Federal Reserve monetary policy 
continues to reflect caution to avoid 
abetting inflationary pressures. There 
appears to be ample justification for 
this tendency to hedge against “over- 
exuberence”’ in launching venturesome 
business projects during the current 
period of economic springtime, for it 
could lead to a drying-up phase in the 
fall. But the Reserve System’s attitude 
of caution is becoming most unpopular 
in some areas where unemployment 
remains a serious problem. 

The monetary authorities are con- 
fronted with a problem which seems 
unsolvable to the satisfaction of all 
concerned. The difficulty, in a word, is 
that the policy of “active ease” was 
modified in the direction of credit re- 
striction while there were still some 
major economic groups lagging behind 
in the sharing of this year’s general 
prosperity. The complaint is that these 
groups now stand condemned to con- 
tinue to lag behind. 

This situation is evidently going to 
become a source of continuing anxiety 
to the monetary authorities. For in the 
public mind, there is bound to be a 
sense of resentment against a cautious 
money supply policy at a time when 
people are looking for jobs. Much pop- 
ular reliance is placed on the sentiment 
of the Employment Act of 1946, which 
calls upon the Government to pursue 
economic policies most conducive to 
full employment. Certain “liberal” or- 


ganizations, well equipped with public _ 


address facilities, are prompt to cast 
strong blame upon Government agen- 
cies and the Federal Reserve System 
when “soft spots” develop, leading to 
local unemployment. 

A staff report developed by the Joint 
Economic Committee, a body formed 
under the terms of the Employment 
Act, treats the question quite directly. 
After noting that despite general pros- 
perity, there exists a_ significant 
amount of unemployment, the staff re- 
port goes on to say: 

“In view of this unemployment, one 
may well question whether the current 
policy of limiting the reserve position 
of banks through general measures is 
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Making friends across the border 


Reproduced here are a few of the scores of adver- 
tisements of The Canadian Bank of Commerce 
which have appeared in recent years in a number of 
United States newspapers, from coast to coast. 


These advertisements express our active interest 
in assisting United States banks and their industrial 
and commercial customers to develop their business 
activities north of the border. 


Many American bankers and business executives 
have found our monthly Commercial Letter a useful 


THE CANADIAN BANK OF COMMERCE 


HEAD OFFICE—TORONTO 


source of information on conditions, industries and 
opportunities in Canada. We shall be glad upon 
request to place your name on our mailing list to 
receive the Letter regularly. 


For further information on our facilities—just 
write to one of our Regional Business Develop- 
ment Departments, located at Vancouver, Calgary, 
Winnipeg, Toronto, Montreal and Halifax, or to 
the Business Development Division, Head Office, 
Toronto. 








NEW YORK ° SAN FRANCISCO . LOS ANGELES ° SEATTLE ° 


AND MORE THAN 680 CANADIAN BRANCHES 


PORTLAND, ORE. 
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an appropriate way of dealing with 
what may be or may become trouble 
spots. There are those who argue that 
bankers, when hard-pressed for re- 
serves, naturally and inevitably tend 
to make only those loans which con- 
tribute most to sound production and 
hence to employment possibilities. As 
rational men, they tend to withdraw 
from and avoid further commitments 
in precisely those areas which are the 
recognized trouble-spot areas. 

“On the other hand, if one were to 
assume, for example, that housing 
loans were in fact expanding at too 

rapid a rate, it is questionable whether 
| a general tightening of credit through- 
out the entire economy would be the 
best way of getting at the specific 


x. a problem. National policy as evidenced 
\ \ \ 1 x \ ~ by Congressional action has been to 






























































ease mortgage terms and to urge re- 
sources into housing construction. If a 


consequence of this policy results in 
: over-exuberance and credit expansion 
— CA in this particular area, it may be un- 


wise to ask monetary authorities to 


restrain this exuberance through gen- 

P eral measures which, like the rain, fall 
upon all—the just and the unjust—all 
credit-users alike.” 


The Economic Committee staff’s 
point is that Federal Reserve mone- 


io 


Customers love Sort-O-Namic...the Todd system for tary policy is a sharp tool in the money 
market, but blunt and unwieldy in 

imprinting and sorting checks. It adds personality to efforts to employ it as a weapon to ease 
; credit in soft spots and at the same 
checking account transactions It means the customers’ time restrict credit in exuberant areas. 


The thought immediately follows 


names appear in print on all the checks they write. that the monetary authorities might 


Bank employees, too, are enthusiastic about this fast, be empowered to turn the credit valves 

on and off in selected economic areas. 

easy, fool-proof method of sorting checks by name. It The idea is theoretically attractive. 
However, the lesson of history, as ex- 

cuts mis-sorts, mis-posts, mis-files by 85%. It reduces emplified by Regulation W on consum- 


er credit, testifies that selective con- 
trols usually create more problems 
than remedies, except as they are 
needed in time of war. 


training time by 20%. 
Stockholders like the Sort-O-Namic plan because it 


means more business and profits for the bank... better 


Sd 4 S 
employee-employer relations... greater confidence on 
Banker Views on 
the part of the public. Small Business Credit 
For complete details— mail the coupon, Two bankers well-versed in loan 


practices for small business, and a 

Federal Reserve Board Governor, have 

ee ee ee ee ee ee “| stated before Congressional Banking 
THE TODD COMPANY, Inc., Dept. BCH, | Committees the industry’s view that 
Rochester 3, New York | the credit aid provided to small enter- 

| prises through the Small Business Ad- 

| ministration amounts to little more 

| than a “drop in the bucket.” 

| William F. Kelly, president of the 

| Pennsylvania Company for Banking 

| 

| 

| 

| 

| 

J 


Please send me complete information about the 
Sort-O-Namic plan. 

















COMPANY, INC. Bank 
Todd 4a Address and Trusts, Arthur F. Maxwell, presi- 
< dent of the First National Bank of 
ROCHESTER NEW YORK City Zone___State Biddeford, Maine, and C. Canby Bal- 


SALES OFFICES IN *@ PRINCIPAL CITIES 
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derston, vice-chairman of the Federal 
Reserve Board, joined together in rec- 
ommending to Congress that private 
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resources are fully adequate to meet 
the legitimate credit needs of small 
business. 

Mr. Maxwell was one of the original 
organizers of the State of Maine’s De- 
velopment Credit Corporation, and 
stated with justified pride that the 
Maine corporation has succeeded in 
meeting small business credit needs to 
the point where the Federal Govern- 
ment’s Small Business Administration 
has an empty sheet in its ledger relat- 
ing to that State. 

Mr. Kelly testified to the enormous 
volume of small business loans made 
by banks, as related to the meager 
number of dollars passed along by 
reason of the activities of the Govern- 
ment through the S.B.A. 

Federal Reserve vice-chairman Bal- 
derston strongly endorsed the broad- 
ening of the Development Credit Cor- 
poration concept into a nation-wide 
endeavor. “Commercial banks would 
be permitted to participate in their 
ownership,” Gov. Balderston said, 
“and these participating banks could 
help minimize the costs of investigat- 
ing the worthiness of applicants for 
long-term capital. 

“Because of their experience in pro- 
viding short and intermediate term 
credit to small firms, they could rec- 
ommend to an Investment Company 
worthy applicants for long-term cap- 
ital with less out-of-pocket cost for 
essential investigation than anyone 
else. They would also be in a better 
position to warn small enterprises 
against expansions that might prove 
unsound.” 

All this advice, however, constitutes 
resistance against an overwhelming 
political attitude that small business 
represents something  superlatively 
sacred. 





CAPITAL NOTES 











J. W. Bellamy, Jr., president of the 
National Bank of Commerce, Pine 
Bluff, Arkansas, stated for the A.B.A. 
that the President’s 90-cent minimum 
hourly wage proposal is acceptable to 
the banking industry. He told the Sen- 
ate Labor Committee that a higher 
minimum would deprive many sum- 
mer student workers of earnings that 
they now derive through serving as 
vacation substitutes. 


* 


William J. Hallahan, well-liked chief 
clerk of the House Banking Commit- 
tee, is designated to be a member of 
the Home Loan Bank Board. The last* 
previous appointment to the Board 
was that of Ira Dixon, chief clerk of 





The check 


he couldn’t face 


How the forged endorsement on a $73 check 


led us to discovery of a $6300 payroll fraud 
(Based on Company File #117044) 


One day recently, a former employee 
strode into our treasurer’s office. Where 
was his vacation allowance money? 
He’d been waiting six months and 
hadn’t received it. 

We got out the records. All in order. 
Check issued ... cashed . . . filed. We 
showed him his signature on the back 
of the check. 

When he said that wasn’t his writing, 
we called in the payroll supervisor, a 
man who’d been with us for years. 
Could he explain what had happened? 

He couldn’t. And he was so distressed 
by the situation that he collapsed and 


had to be sent home, We immediately 
began an investigation. 


Our supervisor, we found, had been 
working a slick scheme. He was the one 
who had taken the check in question, 
forged the endorsement and pocketed 
the money. He’d diverted other checks, 
too. And for months he’d kept the 
names of many former employees on 
the regular payroll, and appropriated 
their “pay” as the checks were issued. 


We determined that he’d stolen 
$6,323.94 before being tripped up. For- 
tunately, the entire loss was covered by 
our Hartford Blanket Fidelity Bond. 


Your bank, of course, is fully bonded. But for your 
complete protection, every borrower should be covered, too! 


For those who aren’t, suggest a Hartford Fidelity Bond. 


And do it now—before a slick scheme impairs their financial status. 
Their Hartford Accident and Indemnity Company Agent or 
their insurance broker will be glad to give them full details. 


Year in and year out you'll do well with the 


Hartford 


Hartford Fire Insurance Company 







Hartford Accident and Indemnity Company 
Hartford Live Stock Insurance Company 


Citizens Insurance Company of New Jersey... 


- Hartford 15, Connecticut 


Northwestern Fire & Marine Insurance Company 





Twin City Fire Insurance Company ... Minneapolis 2, Minnesota 
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0 Drive-in branch, The Farmers 
Present Bank Building National Bank, Ephrata, Penna. 


New Building 
(C) New Drive-in Window 
OLLI $£O & M oGerkr Probie on 
(£ ) New Night Depository 


F) Check Desk 
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Encreased services and more business volume 
have created new problems for today’s financial institution. 


These can be solved best by financial building specialists. They can create a design 
to attract new customers ...and a working plan to help you serve them easily. 


We are equipped to handle all of your new construction or renovation requirements, 


ne 
Write today. Learn first- ‘a i LI 

hand what our years of sy TT 

specialized experience Hp e C (J N N F F N 

can do for you. he THE COMPANY 


PHILADELPHIA e 1225 Vine Street 





LOS ANGELES e 727 W. 7th Street 
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THE PERSONALITY SPOTLIGHT 








At the annual convention held this 
year at Palm Springs, California, the 
Association of Reserve City Bankers 
elected as its president Frederic A. 
Potts, president of The Philadelphia 
National Bank. 

Harris C. Kirk, executive vice-presi- 
dent of American Trust Company, San 
Francisco, was named vice-president. 
Richard A. Aishton, senior vice-presi- 
dent, Continental Illinois National 
Bank and Trust Company of Chicago, 
was elected treasurer. Joseph J. 
Schroeder continues as the full-time 
secretary. 

The following were elected directors 
for three-year terms: Henry T. Bod- 
man, general vice-president, National 
Bank of Detroit; Kenton R. Cravens, 
president, Mercantile Trust Company, 
St. Louis; William L. Day, chairman 
of the board, The Pennsylvania Com- 
pany for Banking and Trusts, Phila- 
delphia; and Mr. Aishton. Gordon 





FREDERIC A. POTTS 


President, Reserve City group 


Murray, president, First National Bank 
of Minneapolis, was elected to fill the 
board vacancy created by Mr. Potts’ 
election to the presidency. 


° 


Two top level appointments have 
been announced by Bank of America 
in California. Jesse W. Tapp, vice- 
chairman, has been elected chairman 
of the board of directors, and Lloyd 
Mazzera, vice-president, has been ad- 
vanced to executive vice-president and 
chairman of the general finance com- 
mittee. 

In their new posts these two officers 
succeed Fred A. Ferroggiaro, who had 
reached the mandatory retirement age 
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JESSE W. TAPP 





LLOYD MAZZERA 


Top level appointments announced at Bank of America 


and previously served as board chair- 
man and chairman of the general 
finance committee. 

Mr. Tapp will continue as chief ad- 
ministrative officer for the bank in the 
Southern California area and maintain 
his office in Los Angeles headquarters. 

Mr. Mazzera is located at the San 
Francisco head office, where he is in 
charge of the bank’s extensive con- 
sumer lending operations. 

Mr. Ferroggiaro will continue as a 
member of the board of directors and 
serve on some of its committees, in- 
cluding the general executive commit- 
tee, general trust committee, auditing 
and examining committee and the East 
Bay district committee. He had the 
distinction of being the bank’s oldest 
employee in years of service. 

Mr. Tapp joined Bank of America 
in 1939 at the invitation of A. P. Gian- 
nini. Previously he had served with 
distinction in various official posts with 
the government in Washington, D. C. 
He became vice-president and mem- 
ber of the bank’s general finance ad- 
ministration, served as its adviser on 
agricultural financing policies. Later 
he was advanced to executive vice- 
president, and became vice-chairman of 
the board November 1, 1954. 

Mr. Mazzera started his banking 
career as a bookkeeper, and has been 
associated with the bank for 30 years. 
In 1944 he became vice-president in 
charge of the bank’s international 
banking department; in 1946 vice- 
president and manager of the Oak- 
land main office, and three years later 
was transferred to the San Francisco 
head office as vice-president in charge 
of consumer credit activities. 

Frank M. Dana has been appointed 





vice-president—operations, in a coordi- 
nation of operating and administrative 
departments at the San Francisco head 
office of Bank of America. He will 
act as a direct representative of Presi- 
dent S. Clark Beise in the general 
operational functions of the cashiers, 
controllers, branch operations and 
bank properties departments. 

Roland T. Duncan, previously vice- 

















R. T. DUNCAN 


F. M. DANA 


Given key operations posts 


president and manager of the bank’s 
Berkeley office, succeeds Mr. Dana as 
vice-president—branch operations. 

O. E. Reddington, director of the 
bank’s staff training program since 
1951, has been promoted to assistant 
vice-president and assigned new duties 
in the business development depart- 
ment at the head office. 

Philip Hiaring has joined Bank of 
America as assistant to the head of the 
publicity department. 


+ 
Previously a vice-president of the 
Chemical Corn Exchange Bank in New 


York City, Donald M. Elliman has 
59 








You 


needn't go to 
. an 


oilfield 





. .. for information on oil... 
underground for facts on mining 
... or tour the Canadian market 
to determine business trends, 
conditions and opportunities. Not 
when we, at Imperial Bank of 
Canada, have a highly skilled 
staff who specialize on the 
gathering of up-to-date informa- 
tion on all phases of industry. 
We receive enquiries from busi- 
nessmen and bankers from all 
parts of the world. So, if you are 
contemplating business with, or in, 
Canada, write on your company 
letterhead to the Superintendent 
of Foreign Business, Dept. 55, 
Imperial Bank of Canada, Head 
Office, Toronto, Canada, and your 
request for information will be 
dealt with promptly and in 
confidence. 





IMPERIAL 


BANK OF CANADA 


Branches to Serve You Coast to Coast in Canada 
and Correspondents Throughout the World. 








is “Our Business” 








Making Metal Letters 


Lae hike 
e. 


-.. LET US MAKE 


WALNUT oc: 
ps Nett METAL LETTERS FOR You! 
DI HAL “Modern-Age” Lettering for the exterior of your 
buildings. Many standard styles to choose from — 
—_ at prices that will amaze you. Made in all metals 
: and finishes. 


Write today for our 88 page Catalog. 
SPENCER INDUSTRIES INC. 


1508 N. MASCHER STREET 
PHILADELPHIA 22, PA. 
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become associated with The County 
Trust Company, White Plains, New 
York, as a vice-president. 


* 


The Mexican Bankers Association at 
its recent annual convention named as 
president for the 
coming year 
Anibal de Itur- 
bide, general 
manager of the 
Banco de Co- 
mercio, Mexico 
City. He suc- 
ceeded Agustin 
Legorreta, direc- 
tor general, 
Banco Nacional 

A. de ITURBIDE de Mexico, in 

Mexico City. 

The convention was marked by op- 
timism from private banking ranks 
and also from official spokesmen, based 
on the prosperous general situation in 
agriculture and industry, the reduction 
in unfavorable trade balances, and the 
monetary reserve Of some $350 million. 














e 


A significant change has taken place 
at Bankers Trust Company, New York 
City, with the dissolution of the for- 
mer administration and comptroller’s 


| departments. 





In their place are two new depart- 
ments: an auditing department, under 
David B. Mathias, vice-president and 
general auditor; and a controller’s de- 
partment, headed by Charles Borman, 
vice-president and controller. 

The new controller’s department is 
being set up in keeping with the mod- 
ern concept of the controllership func- 
tion, which includes assistance to 
management at all levels in planning 
and controlling operations and measur- 
ing performance against approved 
plans. It ties in with a recent decision 
by President S. Sloan Colt to include 
planning and control among the re- 
sponsibilities of management at all 
levels. The controller’s department, 
operating in a staff capacity, will assist 
and advise the supervisory personnel 
in carrying out this new responsibility, 


5 


Editorial staff promotions on “Bur- 
roughs Clearing House” have advanced 
Harry V. Odle to senior associate edi- 
tor and Glen Christman to associate 
editor. Henry J. Boone continues as 
editor, the post he has occupied for 
the past 22 years. 

After specializing in journalism. at 
the University of Michigan and obtain- 
ing experience in the newspaper field, 
Mr. Odle joined the Burroughs Cor- 
poration in 1936 and moved to the 
“Clearing House” staff two years later. 
He has collaborated on articles with 


Burroughs Clearing House 




















HARRY V. ODLE 


Advanced on editorial staff 


many of the country’s leading bankers, 
and his survey reports on such topics 
as bank capital problems and corporate 
treasurer viewpoints on bank relation- 
ships have attracted unusually wide 
attention. Among his other functions 
he edits The Personality Spotlight and 
Trends in Finance sections of the 
magazine, 

Prior to joining “Burroughs Clear- 
ing House” in 1952, Mr. Christman 
gained _ editorial 
experience on a 
Detroit news- 
paper, and was 
also active in 
sales promotion 
and advertising 
work. On the 
magazine his 
duties have _ in- 
cluded editing 
Banking News 
and The Booklet 
Counter. In the 
April, 1955 issue he contributed the 
lead article, on “Vitalizing Bank Trade 
Areas.” 








G. CHRISTMAN 
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Formerly vice-president and cashier, 
Myron M. Simonson has been ad- 
vanced to president of the Lynbrook 
(New York) National Bank and Trust 
Company, succeeding the late George 
H. Jackson. He has been associated 
with the bank since 1923. 

Allan B. Wright, vice-president and 
general counsel, has been elected chair- 
man of the board. Henry G, Steinberg 
has been promoted to cashier and 
trust officer, Melville A. Kelsey elected 
vice-president, and Giles M. Wright 


named general counsel. 


* 


Ross I. Hudson is president of the 
First National Bank of East Lansing 
(Michigan), which opened last month. 
Irving H. Hill is vice-president, Wil- 
liam J. Fleming cashier. The bank has 
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In 1954 an estimated three million tourists 
visited the scenic wonders of Utah and 
the Intermountain area. This is big business. But 
more important are the thousands of people who 
have seen the economic future of our region and have 
chosen the West as their permanent home. 
At Continental Bank, we are vitally interested in 
helping newcomers and new industries get 
off to a good start. That’s why we say, “When 
your clients have business in our area, 
let Continental Bank help you by helping them.” 


The Continental Bank 


and Trust Company 
OF SALT LAKE CITY 


MAIN OFFICE: 200 South Main Street 
CENTRAL BRANCH: 1575 South Main Street 








Growing with the Intermountain West 





Member Federal Reserve System © Member Federal Deposit Insurance Corporation 
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next Board of Directors Meeting? 


YES! t your plans for a new banking 
office are at any stage from preliminary talks 
to architect's drawing board, you'll want these 
three, special full-color brochures at your next 
meeting. 


The first shows the famous development in 
vault door design that has become the almost 
universal symbol of the modern bank. It gives 
you an idea, too, of the diversity of magnif- 
icent and distinctive architrave treatments now 
available for your own installation — with this 
great Century Series Vault Door by Mosler. 


The second shows an ingenious new Day- 
Night Deposit Safe by Mosler that almost 
“talks.” 


And the third shows the new Mosler “Picture 
Window” for Drive-In Banking — a brand new 
concept, both in modern styling and in fully- 
automatic push button operation. 


Have your secretary mail the coupon below 
for this special material on new “bank of the 
future” equipment. We'll rush it to you in time 
for that meeting you have coming up. 


IF IT’S MOSLER ... IT'S SAFE 


# Mosler Safe ““ 


World's largest builders of safes and bank vaults . . . 
W ¥ s Mosler built the U.S. Gold Storage Vaults and the famous 
bank vaults that withstood the Atomic Bomb at Hiroshima 


ng 








The Mosler Safe Company, Dept. BCH-6 
$20 Fifth Avenue, New York 1, N. Y. 
Please send me, free and without obligation, the three new full-color 


brochures which describe and illustrate Mosler’s latest developments 
for the “bank of the future.” 
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a capital structure of $350,000, and its 
new building features three drive-in 
windows. 

* 


G. Andrews Espy has been named 
chairman of the board at the Southern 
Ohio National Bank, Cincinnati, Ohio. 
His father, the late Arthur Espy, was 
president of the bank from 1918 until 
his death in 1944, 


* 


New president of the National Asso- 
ciation of Mutual Savings Banks is 
Charles R. Diebold, president, The 
Western Savings Bank of Buffalo, who 


was elected at the annual conference 
held .last month in Atlantic City. 
Crawford H. Stocker, Jr., president, 
Lynn Five Cents Savings Bank, Lynn, 
Massachusetts, was named association 
vice-president. 

Mr. Diebold has been a member of 
the association’s Council of Adminis- 
tration and Executive Committee since 
1950, and has served on its Committee 
on Extension of the Mutual Savings 
Bank System since 1952. He was presi- 
dent of the Savings Banks Association 
of the State of New York in 1952-53. 

In his convention address, Mr. Die- 
bold mentioned that it was a memor- 
able meeting in the annals of mutual 
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PERPETUAL CALENDARS... 
DESK SETS ... COUNTER SETS 


For Better Customer Service 
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CHARLES R. DIEBOLD 


Heads mutual savings bankers 


savings banking, for just 35 years ago 
savings bankers came together for the 
first time on a national basis, in Boston. 
Out of their deliberations grew the 


national association. 


He also stated: “Another fact that 
makes this a memorable occasion is 
that we have just become a $30 billion 
industry. This. represents a doubling 
in total assets over the past 10 years, 
and an increase of more than five and 
one-half times since that day in Boston 
35 years ago.” 

John W. Sandstedt, executive secre- 
tary, National Association of Mutual 
Savings Banks, recently rounded out 
35 years of service to the nation’s 
mutual savings banks. During this 
interval he has seen their deposits 
grow from $5 billion to nearly $27 
billion, and the 
number of deposi- 
tors increase from 
9 million to more 
than 20 million. 

Mr. Sandstedt’s 
first job was in the 
office of the Sav- 
ings Banks Associ- 
ation of the State 
of New York. 
When the National 
Association was 
formed a year later in 1920, he trans- 
ferred to that organization and was 
named secretary in 1925, executive 
secretary in 1928, 





J. W.SANDSTEDT 


a4 


New president of the Merchants and 
Farmers Bank at Columbus, Missis- 
sippi, is John R. Henry. Formerly 
Southeastern regional manager for 
International News Service, in his new 
capacity he succeeds the late E. Q. 
Withers. 


+ 


Richard E. Hanson has been elected 
a vice-president at the City National 


Burroughs Clearing House 
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When another viewpoint would be helpful... 
CM your ten a the LYINGS 


Customers can—and do—come up with ques- 
tions of every kind. Happily you are equipped to 
resolve most of them in rapid order. But occasional- 
ly a special question arises where additional aid or 
another viewpoint would be helpful. 


That’s the time to call your man at the Irving. 
That immediately brings you his broad experi- 


ence and the combined talents of experts in every 
field of commercial banking plus the facilities of a 
world-wide network of correspondents. 


Your man at the Irving is particularly anxious 
for you to realize that any question—no matter 
how complicated—will be welcomed. Just get in 
touch with him—he’ll be glad to talk with you. 


IRVING TRUST COMPANY 


One Wall Street, New York 15, N.Y. 


Capital Funds over $125 ,000,000 
WiutaM N. Enstrom, Chairman of the Board 


Total Assets over $1,400,000,000 
Ricuarp H. West, President 


Domestic Banking Division, Noran Harrican, Senior Vice President in Charge 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Helping bankers help businessmen is a big part of our job, 





Bank and Trust Company of Chicago. 
He has had many years of banking ex- 
perience in New York and Philadel- 
phia, and will represent the City Na- 
tional principally in the East. 


° 


Officially nominated for the presi- 
dency of the Mortgage Bankers Asso- 
ciation of America in 1955-56 is Lindell 
Peterson, president of the Chicago 
Mortgage Investment Company. At 
the annual convention this fall he will 
succeed Wallace Moir of Beverly Hills, 
California. As vice-president for the 
coming year, the 
nominating com- 
mittee selected 
John F. Austin, 
Jr., president of 
the T. J. Bettes 
Company, Hous- 
ton, Texas. 

In 1953, Mr. 
Peterson was 
given the annual 
Distinguished 
Service Award 
of the organiza- 
tion, in recognition of his work as head 
of its educational program. 





L. PETERSON 


¢ 


Many banks are currently giving 
increased thought to augmenting their 
foreign banking service. In line with 


this trend is the announcement by 
Pullman Trust and Savings Bank, Chi- 
cago, that it is establishing a foreign 
banking department with William E. 
Scanlan as manager. One influencing 
factor was the increased use being 
made of nearby terminal facilities by 
steamship lines serving foreign ports. 


5 


Horace P. Bromfield, vice-president 
of the former Corn Exchange Bank 
Trust Company, New York City, has 
been elected a vice-president of Chem- 
ical Corn Exchange Bank. He will be 
associated with the bank’s National 
Division, with headquarters at 165 
Broadway, New York City. 


+ 


Formerly a _ vice-president of The 
Chase Manhattan Bank, James Bloor 
has been named executive vice-presi- 
dent of Central Savings Bank, New 
York City. 


5 


Fred A. Dowd, president of The First 
National Bank of Cincinnati, is shown 
here congratulating Laine Lemmergas 
of the wire transfer department on 
becoming an American citizen. A 
native Estonian, she fled her homeland 
during World War II to escape life 
under the Iron Curtain rule, in a flight 





Cause for congratulations 


that ended in death and tragedy for 
many of her countrymen, and in which 
she became separated from her family. 
After finding temporary haven in a dis- 
placed persons camp in Germany, she 
eventually succeeded in entering the 
United States and joined the First 
National’s staff in 1951. 


e 


The First National Bank of Phila- 
delphia has named David J. Olsen 
comptroller to succeed William H. 
Hurtzman, who has been serving in the 
dual capacity of comptroller and vice- 
president. 

The move will enable Mr. Hurtzman 
to devote more time to commercial 























Let SHADOGRAPH relieve you of tedious 
Currency Counting and Checking 


SHADOGRAPH verifies count of currency packages in seconds 
where it would take hours to count by hand. This precision scale, 
with shadow-edge indication projected by a beam of light is so 
sensitive it will detect one bill missing out of 100 or less at a 
glance. Operator simply places a strap of correct count on the 
counterweight platter, then counts or checkweighs against this 
established weight. SHADOGRAPH scales are being used by 
hundreds of Federal, National and State banks as well as account- 
ing departments in stores and offices. 


by industry. 





SHADOGRAPH scales are made by Exact Weight, specialists in 
pre-determined weight scales. More than 600 models are used 


Better quality control 
Better cost control 





SHADOGRAPH Currency Scales are 
available in two models—4204-B 
center tower above, and model 4104- 
B end tower shown at left. 
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activities and added administrative 
duties. Also, the comptroller responsi- 
bilities have greatly increased in scope, 
and now require full-time attention. 

Mr. Olsen has been assistant cashier 
in charge of accruals and the statistical 
division. 

7 


Directors have approved a plan to 
consolidate the First State Bank of 
Arizona, Mesa, and The Bank of 
Douglas, Phoenix. This will give the 
latter institution total assets of nearly 
$75 million. 

K. M. Hall, vice-president and cash- 
ier of First State, will become vice- 
president of The Bank of Douglas and 
manager of the Mesa office. R. E. 
Campbell, vice-president and manager 
of First State’s office at Tempe, will 
become manager of the branch office 
of The Bank of Douglas in that loca- 
tion. 

- 


Richard A. Wagner has been elected 
a vice-president and head of the cor- 
respondent bank 
department of the 
First National 
Bank and Trust 
Company of Tulsa, 
Oklahoma. A mem- 
ber of the corre- 
spondent section 
for six years, he 
succeeds Harry C. 
Lane as head of the 
department. Mr. Rk. A. WAGNER 
Lane last month 
became a vice-president of the First 
National Bank of Wichita Falls, Texas. 
+ 


At Manufacturers Trust Company, 
New York City, Walter W. Ross has 
been appointed vice-president, while 
Eugene H. Rechel, William W. Lyon, 
James B. Agnew, Frederick Gidge, 
William E. Gleason and Gaius W. 
Merwin, Jr., have been elevated to 
assistant vice-presidents. 

Leod M. Goss has been designated 
Far Eastern representative with head- 
quarters in Tokyo; he succeeds Vice- 
President Tristan E. Beplat who is now 
in charge of the Far Eastern division 
of the foreign department, New York 
City. Dwight G. Allen has been ap- 
pointed assistant treasurer and as- 
signed to the Tokyo office. 

Also, Manufacturers has advanced 
no less than 11 staff members to the 
rank of assistant secretary. They are: 
M. J. Nicolais, G. A. Splain, Jr., J. H. 
Von Frank, H. W. Smith, W. Haupt- 
mann, G. Lawrence, G. A. Mensi, 
J..O’Brien, P. M. Reed, J. J. Schmid 
and J. J. Waters. 

Vice-President David V. Austin, at 
Manufacturers Trust, has been 
awarded the “Meritorious Achievement 
in Credit” by the Toppers Credit Club. 
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You buy your car by brand. 


Its name is your gvarantee of 
value and performance. 


The same ji 
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Home Office 59 Maiden Lane, New York 8 N.Y. 
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‘Lis Home Insurance Company’s new 
advertisement sells automobile insur- 
ance, sure... 
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. This advertisement 












but more important, it tells your custom- | appears in: 
ers about the value of quality protection. 3 


Your auto loans must be covered by American Home 


insurance—and it is in the interest 
of both bank and borrower to specify 
the very best insurance available. 


Better Homes and Gardens 


Nation’s Business 





Your local agent of The Home Insurance 
Company will be glad to cooperate 

with you in every way possible— 

why not call him? 


THE HOME 
Srsurance Company 


Town Journal 
Time 


Newsweek 


ORGANIZED 1853 
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Business Week 


Home Office: 59 Maiden Lane, New York 8, N.Y. 





U.S. News & World Report : 


FIRE : AUTOMOBILE - MARINE © 
The Home Indemnity Company, an affiliate, writes Ee 
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Forget all you ever knew abouibc 


(Because this one does more work in less timeWwit 






Whatever you want in a bank bookkeeping machine, the new Burroughs 
Sensimatic has more to offer! Especially designed for commercial 
account posting, it’s easiest to use and fastest by far. Operators like 
the Sensimatic because they can learn to operate it so easily. 


Four big reasons why the Sensimatic is a boon to banks? 





Faster form handling. A smooth one-hand 

motion puts the form into the open carriage, 
positions it to the last line of posting—perfectly 
aligned for the next operation. 





Faster motor bar selection. The Sensimatic’s 
exclusive construction assigns a single major 
function to each motor bar. Operator decisions are 
reduced and posting is simplified. Both speed and 
efficiency are greatly increased. 


lock, list-posting tape, and activity counter .. . 


calculated to save time and money. Built on Sensi- 
matic’s exclusive principle (with interchangeable four- 
job panels that let you switch it from job to job at 
the turn of a knob) this machine is perfectly suited to 


any bank—whether it be large or small. 









That’s right. There are so many other Sensimatic 
advantages that it would take a book. A few others are: ° 


automatic check count, automatic register totaling, date 
all well yours for the asking. Call our 


Faster indexing. The entire keyboard is 

designed for faster, more positive indexing— 
with scientifically improved slope and height, finger- 
tip key fit, and swift, uniform key depression. 


(] THE PROGRESSIVE BANK 
BURROUGHSVILLE 

















Faster, more automatic carriage movement. 
Carriage opens automatically, closes at the 
touch of the motor bar, tabulates forward or 
return, and completes posting. New amounts are 
indexed as machine computes. 


wed need a whole book to tell you all about the Sensimatic! 


Now... about that booklet 
on the Sensimatic Bank 
Bookkeeping machine. It’s 


nearest branch, or write to 


Burroughs Corporation, 
Detroit 32, Michigan. 


Burroughs 
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stbank bookkeeping machines! 





neWwith greater ease than any other!) 





The versatile new 


BURROUGHS SENSIMATIC 


bank bookkeeping machine 


tic! 


WHEREVER THERE’S BANKING THERE’S 





“Burroughs” and “Sensimatic” are trade-marks. 
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It was only the sixth such award made 
by the club in its 17 years of existence. 

In making the presentation, M. 
Frank Kelly, National Credit Office, 
Inc., president of the club, termed Mr. 
Austin “a capable, genial, unobtrusive 
and popular man, who for years has 
been doing a very thorough job with- 
out any fanfare.” He is in charge of 
the branch loan control department at 
Manufacturers Trust. 


* 


Fidelity- 
and The 


Following merger of the 
Philadelphia Trust Company 


National Bank of Lansdowne, Presi- 
dent William A. Sullivan of the latter 
institution has become a Fidelity vice- 
president and-W. G. Dare an assistant 
treasurer. 


+ 


From vice-president, R. E. Waymire 
has been named president of the Farm- 
ers State Bank, Englewood, Ohio, suc- 
ceeding the late Harry E. Ullery. 


Sd 
Guaranty Trust Company of New 
York has appointed John B. Goodwin 
as a vice-president and Frank O. 
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nal 25-story — is quite a 
Atlanta’s-skyline. It symbolizes 
form the tremendous growth and 


progress ‘of the South in the past ten years. 
The exterior work is now complete on our 


new Main Office and the interior work is 
progressing rapidly. We hope to move into the 
new quarters about the middle of the year. 
Call onws if we can help you in Atlanta or the 


with the 46 years of experience and contacts 
throughout Georgia and the Southeast. 


TEN LOCATIONS 








SERVING THE ATLANTA AREA 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
MEMBER FEDERAL RESERVE SYSTEM 
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NEW « FASTER - 


EASIER « Automatic! 


The new "SILVER EXECUTIVE AUTOMATIC" Paper Shredder is the first 
stack feed machine . . . feeds itself automatically! Shreds confidential 
papers, records, time cards into !/,” 


Destroys Old Papers 
and Records with 
No Hand Feeding 





strips—in seconds. Machine is a 


typewriter-size, portable desk model with full !/ HP motor. Safe, easy to 
operate. Many sizes. Write today for details of 10-DAY FREE TRIAL. 


INDUSTRIAL SHREDDER & CUTTER CO. 


104 MILL STREET . 


SALEM, OHIO 














J. B. GOODWIN F. 0. SANDSTROM 


New Guaranty Trust officers 


Sandstrom as a second vice-president. 
Both were with Bank of the Manhattan 
Company prior to its recent merger 
with the Chase National Bank. Guar- 
anty Trust has assigned them to com- 
mercial banking activities in the Mid- 
dle West. 


« 


Dr. Cecil Puckett, dean of the Col- 
lege of Business Administration, Uni- 
versity of Denver, has been appointed 
a vice-president of the Federal Re- 
serve Bank of Kansas City. On July 1 
he will assume charge of the Denver 
branch, succeeding George A. Gregory 
who retires at the close of 1955 after 
37 years of service. Since 1952, Dr. 
Puckett has been deputy chairman of 
the bank’s board of directors. 


e 
The fortunate individual at the left, 


in the picture below, is Julian J. Clark, 
vice-president, American Trust Com- 


pany, Charlotte, North Carolina. Ac- 
cording to word received from the 


bank, he is in the process of explain- 
ing to Miss De Lois Faulkner, National 
Maid of Cotton, the difference between 
a batch of cotton warehousing receipts 
and a boll weevil (likely story!). Also 
reportedly assisting in Miss Faulkner’s 
education in cotton financing is H. K. 
Hallett (standing), immediate past 
president of the American Cotton 





Maid of Cotton visits 
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(FORMERLY BENEFICIAL LOAN SYSTEM ) 





With the recent opening of an office in Albany, Georgia, 


—the 37th new office this year—the Beneficial Finance 
System now has 900 subsidiary offices throughout the 
United States and Canada, including an office in 
Hawaii. Ten years ago there were 397 offices. 


Beneficial has grown steadily over the past 41 years in 
response to the continuing need for the helpful service 

it provides—realistic financial assistance to families 

for such purposes as paying bills and easing the 

burden of unexpected demands on the family pocketbook. 


Last year the Beneficial Finance System made nearly 
1,750,000 loans, totaling more than $550,000,000 
and averaging $324. 


..-@ BENEFICIAL loan is for a beneficial purpose. 


inance Co: 


( formerly Beneficial Loan Corporation ) 





BENEFICIAL BUILDING, WILMINGTON, DELAWARE 


Subsidiary Loan Companies: BENEFICIAL FINANCE Co. . . . PERSONAL FINANCE CoMPANY 
COMMONWEALTH LOAN COMPANY .. . WORKINGMEN’S LOAN ASSOCIATION, INC. 
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LAMSON SWITCH TUBE SYSTEM 


TIES DRIVE-IN TO CENTRAL BANK 













4” Lamson Airtube 
Automatic Switching Sys- 
tem runs 610’ under- 
ground to connect The ® 
First National Bank and 
Trust Company of Tulsa, 
Okla.with its Autobank. 


ee ¢ 


Under Oklahoma’s banking law, 
the Autobank is considered part of 
the central bank . . . not a branch, 


due to the Lamson pneumatic tube system. Autobank customers have 
checks verified and cashed in approximately 1 minute. Carriers containing 


coin, currency, checks or correspondence flow between main office and 
Autobank in 20 seconds. 


5 lb.-capacity carriers .. . as shown in above photograph . . . automatically 
discharge at pre-determined stations. All carriers on the return line dis- 
charge at the central location. 


The Lamson Airtube Automatic Switching System has helped build good- 
will, attract new accounts . . . relieve congestion at tellers’ windows. 


LAMSON now offers you an informative booklet which gives the complete facts on the 
Lamson Airtube Automatic Switching System. A copy of this booklet may prove helpful in 
the early stages of your planning for existing facilities or for a drive-in banking office. 


Mail this coupon today! 






Plants in Syracuse 

and San Francisco 

(Oli ita ia) Principal 
Cities 
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LAMSON CORPORATION 
3526 Lamson Street, Syracuse 1, N. Y. 


Please send me a copy of “The Lamson Airtube Automatic 
Switching System.” 
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Manufacturers Association and vice- 
president of The Kendall Company i 
Charlotte. ; 
To Vice-President Arthur H. Jones 
who sent in the photo caption from 
American Trust, a pun-minded soul 
might-be tempted to remark: “That’s 
quite a cotton yarn you’ve spun, Mr. 
Jones.” ¥ 


e 


New president of The American Safe 
Deposit Association is Philip C. 
Rouleau, cashier, Bristol (Connecticut) 
Bank and Trust Company. He was 
elected at the annual meeting of the 
association held at Richmond, Virginia. 

Norel T. Mc- 
Laughlin, manager 
of the safe deposit 
department at 
American Fletcher 
National Bank and 
Trust Company, 
Indianapolis, was 
advanced to first 

P. C. ROULEAU vice - president. 
Aaron D. Felsing, 
manager, safe deposit department, 
Northern Trust Company, Chicago, 
was elected second vice-president. 

Paul P. Price, assistant secretary and 
assistant treasurer of the Mercantile 
Safe Deposit & Trust Company, Balti- 
more, Maryland, was named secretary- 
treasurer of the group. 








* 


Louis E. Corrington, Jr., formerly 
identified with the American National 
Bank and Trust Company in Chicago, 
has been elected a vice-president of 
the South East National Bank of 
Chicago. It had been reported in the 
April, 1955 issue of Burroughs Clear- 
ing House that he would become 
executive vice-president of the new 
Capital Bank, Springfield, Illinois. 


- 


Embree K. Easterly has been named 
cashier of the new Capital Bank and 
Trust Co., Baton Rouge, Louisiana. 
He previously was an assistant cashier 


| at the Louisiana National Bank in 





Baton Rouge. 


* 


Over a period of years the Robert 
Morris Associates have been honoring 
veteran members for Distinguished 
Service, through the medium of the 
association’s “Bulletin.” Latest to re- 
ceive this award are Robert J. Sevitz, 
vice-president and loan officer at Se- 
curity-First National Bank of Los 
Angeles, and Vincent Yager, vice- 
president, Harris Trust and Savings 
Bank, Chicago. 

Some rigorous requirements have 
been established as standards of service 
for those meriting the award. They 


Burroughs Clearing House 

















R. J. SEVITZ V. YAGER 


Honored by the Associates 


are: a member 25 years or more, pres- 
ently active, served as a_ national 
director and president of a chapter, 
attended many fall conferences, served 
on national committees, and made 
article contributions to the “Bulletin.” 
Only 30 members have been honored 
for Distinguished Service in the history 
of the Associates. 


o 


Old Republic Credit Life Insurance 
Company is expanding into other in- 
surance fields. A group headed by 
President James H. Jarrell has acquired 
control of the Coal Operators Casualty 
Company of Greensburg, Pennsylvania, 
which was organized in 1935 to write 
worknien’s compensation § insurance. 
The company’s name is to be changed 
to Old Republic Insurance Company, 
and emphasis will 
be placed on diver- 
sification into addi- 
tional lines of fire 
and casualty insur- 
ance. 

Mr. Jarrell has 
been elected presi- 
dent of the acquired 
firm and William 
R. Stover, a vice- 
president of Old J. H. JARRELL 
Republic Credit 
Life, has been named executive vice- 
president. Colonel W. J. Stiteler, who 
founded the company, is now chairman 
of the board. 

Old Republic Credit Life, which 
wrote more than $1,200,000.000 of in- 
surance last year, is the largest organi- 
zation engaged exclusively in writing 
life and accident and health insurance 
in connection with consumer credit. 





* 


Carl C. Donaugh has joined the Ore- 
gon Mutual Savings Bank, Portland, 
as a vice-president with chief duties in 
the new business department. In 1945 
he was president of Optimist Inter- 
national, 

+ 


Walter J. Dutro has been advanced 
to executive vice-president at the Pa- 
jaro Valley National Bank and the 
affiliated Pajaro Valley Savings Bank, 


June, 1955 































You can’t S@RF)Y your bank 
for hidden embezzlements! 





Too bad you can’t—it would simplify things a lot! But 
the plain facts are that you never know when an embezzlement 


may be discovered nor how large it may be! 


During the year ended July 31, the FBI investigated 1,103 
embezzlements . . . a substantial increase over the previous year! 
One out of every thirteen banks in the country suffered an 
embezzlement! But what’s more—no one knows how many 
shortages are still concealed . . . shortages that are getting 


bigger and bigger every day! 


In view of these facts, wouldn’t it be a good idea to check 
your Blanket Bond now? Our nearest agent* can arrange for 
one of our Bank Specialists to help review your coverage 
—and make sure it’s in line with your present-day operations, 


Call him now! 


* If you're not sure of his name . . . just write our Agency 
& Production Department—we'll supply it promptly. 


SERVING BANKERS FOR OVER 70 YEARS 


AMERICAN SURETY 


COMPANY FIDELITY * SURETY * CASUALTY * INLAND MARINE 
HOMEOWNERS * ACCOUNTANTS LIABILITY * AVIATION 


100 Broadway * New York 5, N. Y. 





out SPEED in your 
; record handling — 
- 5 PED in your 


Service! 








records roll a 
to the seated operator. 


Rol-Dex provides planned work centers that make possible many new 
time saving procedures to meet your particular requirements. Costs 
can be cut... service and handling increased on: 


CONSUMER CREDIT CHECK FILING 
CENTRAL FILES BOOKKEEPING DEPT. 


and most other active bank records. 


These organized work centers contain all required records, forms, and 
auxiliary equipment — at desk level within easy reach of the seated 
operator. 


ROL-DEX design offers your bank: 


e flexibility that enables application to your own records ... 
and record system. 


e working conditions that eliminate fatigue . . . reduce error. 


e trouble-free operation . . . no motor to require costly main- 
tenance or break-down delay. 


me er ee eee 


ATSON MANUFACTURING CO., Inc. ‘ 


Rol-Dex Division, Dept. C-3 ) 
Jamestown, New York 
Please send a copy of "How Banks Cut Record Keeping Costs." i 
RR RT RE OR AEE ae UR Wie 
ID ol Tas censossateulirengeetiananioeel I ch kcteirs dele thaitbenehninsdtecioon i 
SII a5, Sacer sedi hinlasndareecteonae Re he so ae ee a ae : 
LLL: RT eee o 
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WATSON [established in 1887) also builds standard and custom built bank counter equip- 
ment, as well as a complete line of filing cabinets, courthouse and hospital equipment. 
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Watsonville, California. In other pro- 
motions, Al E. Miguel has been named 
vice-president and cashier; George A. 
Covell advanced to assistant vice-presi- 
dent, controller and auditor; Thomas 
J. Lister elected assistant cashier and 
assistant secretary. 


od 


Succeeding the late E. A. Eckert as 
president of the First National Bank, 
Freeburg, Illinois, is L. R. McKinley, 
formerly vice-president. 


5 


Millard S. Phebus has become 
cashier of the Ashland State Bank, 


| Chicago. He has been succeeded as 


| cashier of the Maywood-Proviso State 


Bank, Maywood, Illinois, by Edward 
A. Tellefsen, formerly an assistant 
cashier at The Live Stock National 
Bank of Chicago. 


+ 


Raised to assistant vice-presidents 
at the First National Bank of Memphis 
(Tennessee) are Mark F. V. Bruegge 
and J. Wray Murray. Mrs. Mildred 


_ Muller has been elected assistant 


| tor of the National 





cashier. 
* 


The recently named president of the 
Cincinnati Clearing House Association, 
Samuel E. Max- 
well, vice-president 
and comptroller of 
The First National 
Bank, has been ac- 
tive in local bank- 
ing activities since 


1928. He is a direc- 


Association of 
Bank Auditors and 
Comptrollers anda  S. E. MAXWELL 
director of the Cin- 
cinnati Control of the Controllers In- 
stitute of America. 


* 


At the Haddonfield (New Jersey) 
National Bank, Horace G. Moeller has 
been elected executive vice-president 
and a director. He was associated for 
many years with the Provident Trust 
Company of Philadelphia, and resigned 
as assistant vice-president to accept the 
new post. 

° 


Isadore Weckstein has been named 
vice-president of the Commercial State 
Bank and Trust Company, New York 
City. He was formerly president of 
Metropolitan Industrial Bank, which 
recently merged with Commercial 
State. 

* 


In his letter which was published in 
last month’s issue of “Burroughs 


Burroughs Clearing House 
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Bank staff at Samoa 





Clearing House,” Orion A. Hill, Jr., | 
cashier and manager, The Bank of | 
American Samoa, Pago Pago, men- | 
tioned that the staff of this sole Amer- | 
ican bank in the South Pacific consisted | 
of the six locally educ&ted Samoans 
shown above. 

From left, standing, are Lopeti S. 
Malepeai, assistant cashier; T. Silie 
Sataua, chief clerk and a Samoan “talk- 
ing chief”; Evile Tofile and Tano’a 
Le’iato. Seated, left to right, are Enosa 
Matina, Mr. Hill, and Fuauli Falo. 


oe 


Charles W. Pine has been appointed 
to the newly created post of press rela- 
tions director at the Valley National 
Bank, Phoenix, Arizona. 


e 


Celebrating his 50th anniversary in 
Wisconsin banking last month was 
William G. Whyte, board chairman of 
the First American State Bank, Wau- 
sau, with which he has been associated 
since 1933. He previously had been a 
vice-president in three Milwaukee 
banks. 





° 


Personnel director for the past year, 
John F. Galvin, Jr., has been promoted 
to assistant vice-president at Mercan- 
tile Trust Company, St. Louis, Mis- 
souri. Guy W. Steagall has been ap- 
pointed director of advertising and 
public relations, succeeding Henry O. 
Whiteside. 


* 


Formerly secretary of the Wisconsin 
state investment board, John C. Lobb 
has been named _ vice-president in 
charge of business development for the 
Marine National Exchange Bank, Mil- 
waukee. 

e 


Edward V. Hickey has been appoint- 
ed director of advertising and public 
relations for The Merchants National 
Bank of Boston, after having func- 
tioned as account executive of the ad- 


TWO “BEST BUYS” 


IN MODERN BANKING EQUIPMENT 







Herring-Hall-Marvin’s 
‘Clearview’ Model 
Drive-In Window 


The graceful, modern contour 
of the Stainless Steel construc- 























tion presents a most inviting 
appearance. The slanting, 
tinted glass deflects and diffuses 
the sun’s rays, effectively pre- 
vents glare. Features include: 
push-button depository draw- 
er, two-way communication 
system, two cash drawers and 
two storage drawers. 
















vertising agency that served the bank. 
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Herring - Hall - Marvin's . 
‘Simplex’? Model 
Dual Head Stainless 
Steel Depository 


The combination of hopper 
for bags and slot for envel- 
opes serves the needs of all 
customers. The receiving 
head is made of Stainless 
Steel in an attractive satin 
finish, assuring maximum 
life and minimum maintenance. The hinged 
door is counter-balanced, to operate with 
perfect ease. Receiving safe chute is made 
of half-inch thick steel. Electric light in 
depository head is standard equipment. 


DEPOSITORY 


HERRING HALL MARUIN<SAFE CO 








<— Cross-section of typical installation. 


For complete catalogue of H. H. M. Drive-In 
and Walk-Up Windows and/or catalogue 
of H.H. M. Night and 24-Hour Deposito- 
ries, please write, wire or use coupon below. 


Herring - Hall- Marvin Safe Co., Hamilton, Ohio 
Please send complete descriptive literature on: 
Drive-In Windows _Depositories 


New 5-Star Vault Entrance 


(Write Name and Address in margin below). 












For more than half a century 























6360 Banks 


in all parts of the country have been 


— Hanover Correspondents 





Banker in the Southeast: 


«... I didn’t intend to put you 
good folks to so much trouble, 
but wish you to know that I sin- 
cerely appreciate what you have 
done — and, I might add, you 
folks at The Hanover somehow al- 
ways do the right and nice thing.” 


A BANK IS KNOWN BY THE 
CORRESPONDENTS IT KEEPS 





wANOVER BANK 


Member Federal Deposit Insurance Corporation 
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CANADIAN BANKING 








1954 Mortgage Loans 
At All-Time High 


An all-time record high of $629 
million in mortgage loan approvals 
was made last year by members of the 
Dominion Mortgage and Investment 
Association, according to a _ report 
made at the recent annual meeting of 
that association. The report showed 
that during 1954 the loan approvals 
jumped by $128 million, and that the 
mortgages on Canadian real estate 
held by members of the association 
now total $1,935 million. 

The association is made up of 7 
loan, 15 trust and 25 insurance com- 
panies. 

The availability of large loans and 
longer repayment terms have contrib- 
uted to the increased purchase price 
of houses, retiring association presi- 
dent Jack Pembroke, Royal Trust 
Company, said at the meeting. “Fur- 
ther liberalization of mortgage credit,” 
he declared, “could well result in a 
further rise in the price to the home 
purchaser of both new and existing 
houses, and could lead to an unwar- 
ranted extension of the housing boom 
with extremely difficult after-effects.” 

A. Ross Poyntz, president of the 
Imperial Life Assurance Company of 
Canada, Toronto, was elected president 
of the Dominion Mortgage and Invest- 
ment Association. 

The demand for farm mortgage 
loans from member companies in 1954 
was larger than in 1953. Gross approv- 
als of $5.3 million in 1954 compared 





By JAMES MONTAGNES 


A. R. Poyntz, President, 
Dominion Mortgage & 
Investment Assn. 





J. A. Taylor, President, 
Trust Companies Assn. 
of Canada 














C. F. Harrington, President, 
Trust Companies Assn., 
Ontario 


Newly elected heads of Canadian mortgage, trust groups 


with $4.9 million in 1953. Prairie 
farmers continued to decrease the 
amount of their mortgage debt to 
member companies. At the end of 1954 
this stood at $20.2 million, a reduction 
of 7 per cent during the year. 


° ° e 


Over S85 Billion Assets 
In Canada’s Trust Funds 


The total assets under the adminis- 
tration of Canadian trust companies 
rose by $436 million in 1954 to go be- 
yond the $5 billion mark. At the same 
time, according to a report made by 
Gordon F. Harkness, in retiring as 
president at the recent annual meeting 


First drive-in bank at a Canadian shopping center 


Crang Plaza Shopping Center branch, The Canadian Bank of Commerce, Toronto 
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of the Trust Companies Association 
of Canada, the guaranteed trust funds 
of 32 companies that operate 175 
offices throughout Canada increased 
by $145.3 million to $528.9 million 
and estates, trusts and agency funds 
by $281.3 millions to $4,393.3 miilions. 

Mr. Harkness, who is with the 
Montreal Trust Company, said that the 
potential field for specialized trust 
services in Canada is beyond concep- 
tion, and that trust companies face a 
challenge in providing the necessary 
skill and experience to keep pace with 
the demands which will be made upon 
them as the result of Canada’s eco- 
nomic future. 

J. Allyn Taylor, joint general man- 
ager of the Canada Trust Company, 
London, Ontario, was elected the new 
president of the association. 

Assets of 20 trust companies operat- 
ing in the province of Ontario had in- 
creased by $233,262 in 1954, it was re- 
ported at the recent meeting of the 
Trust Companies Association of On- 
tario by W. Leo Knowlton, retiring 
president, who is also assistant gen- 
eral manager of the Canada Perma» 
nent Trust Company, Toronto. 

C. F. Harrington, assistant general 
manager of the Royal Trust Company, 
Toronto, was elected as the associa- 
tion’s new president. 


° 





° ° 


Toronto Drive-ins 


Two drive-in banks in Toronto, one 
of them the first in a Canadian shop- 
ping center, and another in down- 
town Toronto, have been put into oper- 
ation by The Canadian Bank of Com- 










merce. The drive-in teller’s window 
of the shopping center branch is locat- 
ed in the working space of the banking 
room behind the savings and current 
account teller wickets. The modern 
branch has large expanses of glass, 
with a canopy over the drive-in window 
to protect customers in bad weather. 
There is ample parking space in front 
of the bank, a feature of the shopping 
center. 

The bank’s branch in downtown To- 
ronto is located on a triangular shaped 
area shared with a gasoline station at 
one of the heaviest traffic points in the 
city. The drive-in area has two drive- 
in teller wickets. The two-story struc- 
ture is finished in Indiana limestone 
with all-glass doors and stainless steel 
window frames and trim. The second 
floor of the building is rented, and 
staff rooms are located on a mezzanine 
above the modern main banking room. 


é e 4 


Savings Plan Features 
Thermometer’? Passbook 


A special type of savings account 
passbook is being used successfully by 
the Bank of Nova Scotia at all its 
branches as a part of a new install- 
ment savings account plan. The new 
passbook was designed by George K. 





Shows savings gain, goal 


MacDonnell, manager of the bank’s 
methods department. It features a red 
paper thermometer which keeps rising 
as the installment payments are made 
towards the final goal. 

Under the bank’s installment sav- 
ings account plan, depositors can 
choose to save sums from $100 to 
$2,500 over a period of 50 deposits. 
Deposits can be made at any time but 
must be in multiples of a set sum. 
Thus if the goal is $1,000, deposits are 





CANADA'S 
FIRST 
BANK 





625 BRANCHES ACROSS CANADA - 


New York--64 Wall Street 
Chicago: Special Representative’s Office, 141 West Jackson Blvd. 





Bank or MonrTREAL 


San Francigco--333 California Street 


RESOURCES EXCEED $2,500,000,000 

















Rotterdam 





For complete banking service in The Netherlands 


DE TWENTSCHE BANK nv. 


Head Office: Amsterdam 


Branches throughout the Entire Country 
New York Representative—A. Philippe von Hemert, 42 Broadway 






The Hague 














in multiples of $20. Interest at 2% 
is paid as on regular savings accounts. 
Withdrawals in any amount can be 
made under this plan under the usual 
withdrawal regulations of the bank; 
however, if a withdrawal is made, 
the account automatically becomes an 
ordinary savings account, and reverts 
to an ordinary passbook. 


The thermometer’ type passbook 
measures 13 x 13” when opened and 
allows depositors to see at a glance 
how close they are to their goal. De- 
positors will be charged 25 cents for 
this special type of passbook. While 
these installment accounts will be 
treated internally. by the bank as any 
other savings accounts, a set of dupli- 
cate cards on each account will allow 
periodic checks to be made as to how 
many people are using the plan and 
how much money is deposited under 
the plan. 





o e e 


Personnel News 


A number of changes in upper eche- 
lons of the Bank of Montreal have been 
announced. Cecil T. Aulph, first agent 
of the bank at New York since 1947, 
and Percy H. Howarth, manager of 














C. T. AULPH 


P. H. HOWARTH 


the bank’s main office at Toronto for 
the past four years, have been appoint- 
ed assistant general managers. Mr. 
Aulph served in branches in eastern 
and western Canada before becoming 
second agent at New York in 1945. 


Mr. Howarth, who had served as 
superintendent of Ontario branches, 
will make his headquarters at the Mon- 
treal head-office of the bank. 

John A. Hobson, manager of the 
Bank of Montreal’s main Ottawa 
branch, has been appointed first agent 
of the bank at New York. Mr. Hobson 
started with the bank in 1923 at Ham- 











J. A. HOBSON 





G. H. RHEAUME 





Burroughs Clearing House 
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ilton, Ontario, and has served in 
branches throughout eastern Canada. 

Gilbert H. Rheaume, manager of the 
bank’s Sherbrooke, Quebec, main office, 
has been appointed assistant superin- 
tendent of branches in the Montreal 
district. He joined the bank in 1929 
and has been in branches in eastern 
and western Canada. 

Sidney A. Shepherd, with the Bank 
of Montreal since 1921, has been ap- 
pointed manager 
of its mortgage 
department at the 
head-office. He has 
been in charge of 
the mortgage 
lending facilities 
since their incep- 
tion early in 1954. 
In 1953 Mr. Shep- 
herd authored the 
book “Foreign Ex- S. A. SHEPHERD 
change in Can- 
ada” (Burroughs Clearing House, May 
1954, page 71). 

William H. Phillips, formerly chief 
inspector of the Bank of Montreal, has 
been named assistant to the general 
manager, staff department, succeeding 
Vaughn R. Purser, who has been ap- 
pointed superintendent at Montreal | 
head-office. W. Donald Pitts has been 
appointed supervisor of bank premises, 
and Leslie F. Ball has been named 
manager of that department. 
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At the Provincial Bank of Canada, 
J. Y. Doucet, formerly secretary to the 
vice-president and 
general manager — 
of the Provincial 
Bank of Canada, 
has been appoint- 
ed assistant to 
general manager 
J. U. Boyer. 

Leo Lavoie, who 
has recently com- 
pleted an advanced 
management J. Y. DOUCET 
course at Harvard 
University, has been promoted to as- 
sistant to the president of the Provin- 
cial Bank of Canada. He was previ- 
ously manager of the bank’s main 
branch at Montreal. 

Henri J. Richard, formerly with the 
credit department of the bank, has 
been named chief inspector. 
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Since 1832 ‘Ask The Bank of Nova Scotia”? has been 
open sesame to authoritative information and expert 


guidance on matters of finance and banking. 


For all those with business interests in Canada, 
The Bank of Nova Scotia offers complete banking 
facilities and information. Just ask The Bank of 


Nova Scotia! 
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DOUBLE TT 


to tell time to tell temperature 
te TELL BOTH atterwately cuery five seconds 
and look — NO HANDS! No hands telling time . . . no tubes or 


hands telling temperature. For financial institutions exclusively today’s 
















new way is to tell 


“Time and “Jemperature Electronically 


U. S. PATENT NO. 2,673,976 
Other Patents Pending 


The public service of reporting time and temperature con- their frank appraisals are available to you on request and 
tinuously, and alternating every five seconds, with complete without obligation. 
accuracy, is becoming widely recognized in every financial Now is. the time to learn how DOUBLE TT on lease or 
center of America as the most progressive identification sale arrangement can symbolize your institution with the 
symbol yet presented to financial institutions. The DOUBLE most modern public service sign display available. today 
TT has scored a remarkable advertising success for its anywhere. Learn about the possibilities of the brand new 
sponsors everywhere in the nation. Every month more new DOUBLE TT JUNIOR, especially designed for smaller 
installations go up. financial institutions 
The DOUBLE TT success story is worth knowing for your Keep your “weather eye” peeled for DOUBLE TT signs 
mn instituti ions ieitiaes teal laws anticaliliadh oat: didiaatind at work in Chicago, in Minneapolis, in Omaha, in St. Louis, 
FR en. FS NS Wen SS eee Ce Seger. in Atlanta, in San Francisco, in Seattle, Tacoma, Spokane, 
The most impressive chapter of the DOUBLE TT STORY Cincinnati, Cleveland, Dallas, Houston—and a legion of 
is told by financial institutions themselves. Their names and other cities where the DOUBLE TT is now in operation. 


AMERICAN SIGN & INDICATOR CORPORATION 


Originators and Exclusive Manufacturers of DOUBLE TT 


Home Office, East 808 Sprague, Spokane 3, Washington Chicago Sales Office, 141 Jackson Boulevard, Chicago 4, Illinois 


The DOUBLE TT is fully protected by patents 
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THE BOOKLET COUNTER 








Security Controls for Banks... 
This booklet, produced by a large 
fidelity insurance company, comes at a 
time when the increasing rate of bank 
crimes has been described by the 
Federal Bureau of Investigation as 


“startling.” Therefore, banks and 
other financial organizations of all 
sizes will find this timely booklet’s tips 








A timely help 


of value. The tips are contained in a 
sample security check list on bank 
opening and closing procedure, and 
in chapters on robbery patterns and 
safeguards, control of keys, protection 
of tellers’ cages, safe deposit depart- 
ments and night depositories, the 
handling of cash, receipts of deposits 
and the cashing of checks. In addition, 
the booklet sets forth 12 special rules 
for tellers. 


Banking’s New Look . . . This is 
a reprint of a speech made recently by 
David Rockefeller, executive vice- 
president of The Chase Manhattan 
Bank, New York City, before an ex- 
ecutives’ club in Chicago. It will af- 
ford ideas to other officers in telling 
an effective story to the general public 
on banking’s role in the economy. The 
speech discusses the changes that are 
taking place in banking, and tells 
where further developments may be 
expected. Mr. Rockefeller says that the 
area of atomic energy will have a wide 
adaptation in industry with a con- 
sequent need for banking’s help. In the 
area of international finance, he says 
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our banking system has yet to measure 
up to the task of shouldering its share 
of the operation. 


Establishment of Directorial Pol- 
icies ... “Just as a lack of manage- 
ment policies is a danger .. . too many 
policies can be a detriment,” declares 
the author of this reprint of a speech 
made before a state bankers’ associa- 
tion director-management conference. 
The speaker, a widely known certified 
public accountant, says that manage- 
ment policies should be held to a min- 
imum and tailored to meet the require- 
ments of each objective. He then deals 
with six objectives which he says ap- 
pear sufficiently important today to 
receive policy consideration. The six 
are: loans; investment portfolio; bank 
dividends; service charge revision; 
personnel recruitment, indoctrination 
and training; and public relations. 
The booklet offers a valuable guide for 
the bank that desires to review its 
policies or establish new ones. 


What’s Back of the Building Out- 
look? ... “The real question is not, 
‘How long can this building boom 
last?’ The real question is, ‘Are we 
building enough?’ ” This comment key- 
notes a speech made by a well-known 
economist at the savings-mortgage 
conference of the American Bankers 
Association this Spring. The speech, 
which is now available in reprint 
form, cites the differences between the 
building activities of the 20’s with 
those of today, and examines the pos- 
sibilities for future construction activ- 
ity in the light of our growing popu- 
lation, as well as our needs for homes, 
schools, hospitals, roads, etc. 


New Quarters Promotion .. . In 
this booklet produced by a Florida 
bank to commemorate its new quar- 
ters, a series of pictures do an excel- 
lent job of carrying many words on 
their backs. The booklet presents a 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 

















picture tour of the new bank; it shows 
the new building on the cover, and on 
the inside pages, photos of the presi- 
dent, directors and staff members, as 
well as photos of various rooms, pieces 
of equipment and banking activities. 
A good example of how the accent can 
be placed on photos in promotional 
material. 


Modern Banking as a Career... 
“In your selection of a life career, 
have you considered that banking 
offers opportunities and positions with 
diverse interests equal to those offered 
by any other type of business and with 


MODERN BANKING 


| |AS A CAREER | 


WITH 


THe 
New York Trust 
COMPANY 





Ideas on recruitment 


sufficient scope to constitute a chal- 
lenge for any ambition?” Thus begins 
this 8-page booklet prepared by a 
large New York City trust company to 
attract college graduates to its ranks. 
The booklet then lists 8 advantages 
offered in a career with the trust com- 
pany, and continues by describing the 
company’s training program and in- 
ternal organization. Here is an idea 
for other banks considering recruit- 
ment booklets. 


Guide to the Community ... An 
Alabama bank prepared this booklet 
to aid newcomers to its community. 
The booklet contains a wealth of prac- 
tical information about the city, 
county and state in which the bank is 
located, and has been well received 
not only by new residents, but by old 
customers of the bank as well. For 
banks and other financial organiza- 
tions contemplating a similar booklet, 
this offering provides many pointers. 
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must your bank 
take my home? 


How can you answer a confused, broken-hearted widow? 

How can you avoid this pitfall in customer relations? The 

simple solution is Federal’s Mortgage Redemption Plan, protecting 
both your customers and you. Customers like Federal’s 

plan because the low, low cost is simply added to 

their monthly payments. Banks like it because of Federal’s 


streamlined procedure. Write today for complete information. 


Federal Offers You: 

A Custom Designed Plan based on careful study of your oper- 
ations. Proven Customer Appeal. Simplified Streamlined 
Procedure. Complete Flexibility including Health and Accident 
Coverage. Prompt Service. All Promotional Aids. HIGHEST 
RATING. See Best’s and Dunne’s For Reasons Why Federal 
Enjoys Their Unqualified Recommendation. 
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COURT DECISIONS 








By FREDERICK C. FIECHTER., Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Joint Account 


The Supreme Court of Virginia re- 
cently made it clear that its jurisdic- 
tion adheres to the rule: That when a 
person deposits his money in a bank 
to the credit of himself and another, 
payable to the order of either, or the 
survivor of them, the rights and inter- 
ests of the depositors as between them- 
selves are dependent upon the question 
of whether the owner of the money 
intended to make a gift to the other, 
or whether the account was entered in 
joint form in accordance with a con- 
tract or for other purposes. 

The depositor in this case died at 
the age of 84. Two years previously 
upon the death of his wife who had 
held with him a joint savings account, 
he wrote the bank as follows: “You 
are hereby authorized and requested 
to change the savings account No. 
533, now standing in my name as A. V. 
Dodson to a joint account of myself 
and daughter, said account to read 
A. V. Dodson or Mrs. Lottie King, and 
subject to the check of either of us 
or the survivor.” When the account 
was transferred to her name as a joint 
owner, the father told her that if any- 
thing happened to him the money 
would be hers. Six months later he 
desired to go to the hospital because 
he said that he was too much of a 
burden on the daughter. At that time, 
he gave her the bank book and his 
pocketbook and said, “This is all 
yours.” 

However, in his will he had named 
all of his seven children as equal bene- 
ficiaries, and the daughter who was 
the other joint owner of the savings 
deposit was named executrix. When 
this daughter filed the account as ex- 
ecutrix, she failed to include the 
money on deposit. Later, after her 
brothers and sisters raised a question, 
she asserted the money was a gift, and 
based her claim on a Virginia statute 
which discharges a bank of liability 
in paying out funds to the survivor of 
a joint account. 

The court, nevertheless, resolved in 
favor of the brothers and sisters. “It 
is not controverted that such statutes,” 
said the court, “usually found in bank- 
ing codes, were originally adopted for 
the protection of the bank, so that it 
could make payment to the survivor 
of the joint account without being 
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liable to the estate of the deceased 
depositor. 

“Later, when cases arose involving 
the rights of the depositors as between 
themselves, some of the States enacted 
statutes to provide conclusive or re- 
buttable presumptions as to such 
rights. For more than half a century, 
the courts of this country have strug- 
gled to discover whether a joint bank 
account with an extended right of sur- 
vivorship, sometimes called a ‘poor 
man’s will,’ is a gift, a trust, a con- 
tract, a joint tenancy, or a testamen- 
tary disposition.” 

Thus, the court dismissed the Vir- 
ginia statute as simply something en- 
acted to protect the bank. It refused 
to recognize a gift because it was not 
completed during the decedent’s life 
and was not a gift causa mortis (on 
account of death) because made when 
the donor was not inform, i.e., two 
years before his death. 

King v. Merryman, 86 8.E. 2d 141 
(1955) 
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Collecting Attorney’s Fee 

In one action a bank collected an at- 
torney’s 15 per cent fee from the 
maker and a guarantor of a note. The 
bank then attempted to hold another 
guarantor liable for a second at- 
torney’s 15 per cent collecting fee in 
a separate action. The Supreme Court 
of New York refused to permit the 
second fee to be collected. 

The plaintiff bank held a note for 
$10,000 with interest. A guaranty 
thereof on the bank’s printed form, 
signed by the corporation’s president 
and the defendant, provided for joint 
and several liability. Both the note and 
the guaranty contained a provision for 
adding an attorney’s fee of 15 per 
cent of the principal and interest due. 
Collection was made from the maker 
and its president through a Maryland 
action and a fee was collected on that 
action. 

Then an attempt was made to col- 
lect the fee in the New York action 
which was started contemporaneously 
with the Maryland action. The clause 
to be interpreted read: “Guarantor 
agrees that if an attorney is used, 
from time to time, to enforce any of 
the rights herein granted to the bank 


or to obtain payment of said liabilities 
at maturity (expressed or declared) 
whether by suit or by any other means 
whatsoever, an attorney’s fee of 15 
per cent of the principal and interest 
due on account of said liabilities shall 
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Fort Huachuca (Army 
Electronic Proving 
Ground) has budgeted 
$900,000 — and is ask- 
ing for $16 million 
more — for permanent 
construction. 
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as Motorola, Douglas 
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be added thereto.” 

The Court found that the provision, 
drawn by the bank, was to be con- 
strued strictly against it, and that now 
there was no principal and interest 
due or nothing to which the attorney’s 
fee “shall be added” so that that pro- 





vision became ineffective. 

The Court said: “There is no specific 
notice to the guarantors in the provi- 
sion under consideration that if sepa- 
rate actions or claims are required to 
be prosecuted against them by differ- 
ent attorneys engaged by the bank, 
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large manufacturing company. 
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they are severally chargeable for the 
15 per cent attorney’s fees on their 
respective claims. In the absence of 
such specific reference, no sound rea- 
son appears why the provision for the 
payment by a guarantor of an at- 
torney’s 15 per cent fee should sur- 
vive the payment of the full amount of 
the liabilities including a 15 per cent 
attorney’s fee by another guarantor 
on the same instrument. If this were 
not so, a literal interpretation of the 
clause would permit the bank arbi- 
trarily to commence separate proceed- 
ings through different attorney’s 
against each of several guarantors and 
hold each liable for a 15 per cent at- 
torney’s fee.” 

ailagiegcaae Trust Company v. Cavell 135 
N.Y.S. 2nd 566 (1955) 
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Erroneous Credit 


In 1943 a bank in Mississippi er- 
roneously credited a deposit to the ac- 
count of the depositor’s brother. Both 
accounts remained inactive until 1949 
when the brother withdrew his entire 
account, including the erroneously 
credited amount. But the bank did not 


| discover the error until March, 1951, 


when the actual depositor presented 
his passbook for accrued interest, and 
it showed a credit for the deposit. 
Thereupon the bank, eight years 
after the original deposit, sued for 
restitution of the $5,000 erroneously 


| eredited and released to the brother. 


The Supreme Court of Mississippi 
found that the bank’s cause of action 
for restitution did not arise until 
1949, when the money was _ with- 
drawn; and that, therefore, neither 
the three nor the six-year statute of 
limitations barred the suit. 

In other circumstances the legal 
doctrine of estoppel, that which pre- 
cludes a person from taking a certain 


| position because of some prior incon- 





sistent act, may have applied. Here, 
however, the court pointed out that 
the brother was not really a depositor, 
but merely the recipient of a wind- 
fall. Therefore, he was not permitted 
to allege negligence on the part of the 
bank in making the erroneous credit. 

Van Zandt et al. v. Bank, 70 
So. 2d 327 (1954). 
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Signature Capacity 

The importance of noting one’s rep- 
resentative capacity in signing a note 
was again illustrated by the decision 
of the United States Court of Appeals, 
Ninth Circuit (California). The court 
held that a person who signs a note in 
his personal capacity may not shift his 
liability to the corporation for which 
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he acted but which he did not indicate. 

A promissory note was signed “Pa- 
ducah Recreational Center, by W. A. 
Sharp, Prop.” The United States as 
a holder in due course through the 


“Commercial Credit Company” and 





the Federal Housing Administration 
brought suit against Sharp as maker. 
The District Court decided in his fa- 
vor on the basis that the suit was too 
late in that the government had slept 
on its rights (laches). 
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The Circuit Court pointed out how- 
ever, that this defense was not avail- 
able against the United States. It held 
that the defendant had signed the note 
in his personal capacity as owner or 
proprietor of the Paducah Recrea- 
tional Center, and the mere fact that 
it was the trade name for a bowling- 
alley owned and operated by a corpora- 
tion known as “Sharp’s Recreations, 
Inc.” made no difference. 

United States v. Sharp, 216 F. 2d 602 
(1954) 
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Inheritance Tax On 
Savings-Loan Trust 

A decedent had opened a savings 
and loan account in his name as 
trustee which was intended as a gift 
to an adult son. Subsequently, even 
though the account was gratuitous and 
without any consideration on the part 
of the son, the account was subjected 
to an inheritance tax. 

The decedent’s will had left his en- 
tire estate to the son. Part of it was 
the savings and loan account with a 
market value of $14,500, which was 
included by the inheritance tax ap- 
praiser in his report. 

According to the ruling of a Cali- 
fornia District Court of Appeal, the 
decedent had had absolute control of 
the investment and the fund, and the 
son never had physical possession of 
it. Therefore, said the court, it was a 
revocable trust under the exclusive 
possession and control of the donor, 
and as such, taxable. 

Goldfader’s Estate, 280 P.2d 1799 
(1955). : 
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CHECK HANDLING 
AUTOMATION 


CONTINUED FROM PAGE 39 


degree of efficiency the banks require. 
We believe we have now found an ap- 
proach which is specifically tailored to 
the exact problem and which will ulti- 
mately bring the kind of automatic 
operation to our financial institutions 
that now appears feasible in other 
areas of industrial operation. 

“The three companies in this proj- 


_ ect have all brought their special ex- 
| perience and skill to the job. Many 
| months ago it was recognized that no 


one company was equipped to provide 
a complete solution, and that an inte- 
grated team was essential to produce 
the ideal system.” 

Following the meeting for his group 
in Rochester, Mr. Deering commented 
on the results that are being obtained 
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New Building: Virginia Trust Company 
Malvern Avenue Branch, Richmond, Virginia 


Architect: Baskervill and Son, Richmond 


General Contractor: 
Conquest Moncure and Dunn, Richmond 


DIEBOLD-BASIC VAULT DOOR 


The Virginia Trust Company selected a Diebold-Basic 

Vault Door as the complement for contemporary design 

of its new Malvern Avenue Branch. The door, when open, 
stands majestically framed by stainless steel cladding between 
two entrances... vault on the right and corridor on the left, 
This distinctive installation is another example of the 
unprecedented acceptance accorded the new 

Diebold-Basic Vault Door. 


Other Diebold equipment utilized in the new branch includes 
vault ventilator, safe deposit boxes and after-hour depository. 
For banking equipment of acknowledged leadership .. . 

see Diebold. Write or call today. 
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by the A. B. A. coordination program. 
“The presentation that we have seen 
by the three companies in a joint ef- 
fort,” he said, “is a good example of 
the cooperation between banking and 
the manufacturers that the Bank Man- 
agement Commission had anticipated 


at the outset of the program.” 

At the meeting for The National 
Association of Bank Auditors and 
Comptrollers, Mr. Steele stressed the 
interest of its members in automation 
and especially in the question of auto- 
matic check handling. “The check 
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*** “Among the many good 
things about EnterTRAINment 
recordings is their portability 
and adaptability for on-the- 
spot use in a branch banking 
system. We are delighted with 
the ‘reception accorded them 
by our staff members.” 
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far more weight than if recited 
by an individual." 
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handling problem is certainly the one 
that has caused us the most concern,” 
Mr. Steele said. “We have given the 
matter a great deal of study, and it is 
of special interest to us to see that 
progress is being made in he matter 
of equipment.” 


FARM IRRIGATION 
FINANCING 


CONTINUED FROM PAGE 37 


such loans—will be paid off long before 
maturity from the additional income 
that irrigation will bring the bor- 
rower. 

Although we should be happy to 
have many more irrigation loans, de- 
mand from other Georgia banks has 
kept down our total to date and we 
have carefully refrained from any 
competition for these with the banks 
in the borrowers’ home towns. By mid- 
March, we had about 200 such loans 
for a total of just under $800,000. The 
average face of a new loan runs about 
$4,000, and the average maturity is 
7 to 10 years. We are eager to place as 
many as possible of our irrigation 
loans on farms in our region, and are 
therefore glad that most of those we 
hold are from Georgia, Florida, North 
Carolina, South Carolina, and Louisi- 
ana. 

These loans present no credit prob- 
lem. The government insurance makes 
the loans acceptable risks. They might 
be described as unmarketable obliga- 
tions, 100 per cent guaranteed by the 
government, with 10-year maturities. 
When we have the Farm H.A. ap- 
proval, the loans go through as routine 
transactions using funds from the $5,- 
000,000 originally set up for this pur- 
pose. All the bank has to do, after 
qualifying, is to put up the money and 
record the payments received. 

As soon as our bank established its 
relationship to the Farm H.A. and set 
up our own policies and program, we 
moved to pass the word to our friends. 
A letter went to our correspondent 
banks in the Southeast announcing the 
program. Accompanying the letter was 
a brief summary of the Farm H.A. 
plan and of exactly what our bank 
proposed doing about it. Our letter 
suggested that whenever the local 
banks’ investment programs will per- 
mit, they will probably like to have 
these insured notes of their customers. 
For dny such paper as the local banks 
did not wish to retain, we announced 
we were in the market for $5,000,000 
worth. Also, we offered the services 
of our executive vice-president, who 
is thoroughly familiar with the pro- 
gram, to help the local bank with any 
particular problem it might have. Our 
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You'll be on the right track to more 
efficiency when the all-purpose Burroughs 
Sensimatic bank accounting machine 
takes over all your major accounting 
functions. By merely turning a _ job- 
selector knob you have the equivalent of 
four specialized machines in one! 


Versatile, fast, this modern machine 





swiftly reduces your volume of work. And WHEREVER 
it’s so easy to learn. Even an inexperienced THERE’S BANKING 
operator quickly becomes an expert. THERE'S 


Why not ask our representative for a 
demonstration? You'll find his office 
listed in your local telephone directory. 
Call or write Burroughs Corporation, 
Detroit 32, Michigan. 


Burroughs and Sensimatic are trade-marks 
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country bank territorial men have irri- 
gation loans on their list of subjects 
to discuss, and they report consider- 
able interest among their customers. 

A good many inquiries have reached 
us, a few from state bankers visiting 
us in Atlanta, but mostly by telephone 
and mail. In general, the inquiries have 
been concerned with the desirability 
of such a loan as an investment for 
the local bank, and most of the banks 
in smaller towns have quite under- 
standably shied away when they fully 
comprehended the yield and maturity 
elements. However, we know of and 
have helped along the way several 
small banks in small towns which have 
taken on loans made by their good local 
farmers under the Farm H.A. insur- 
ance program. Also, we have written 
to manufacturers and distributors of 
irrigation equipment and supplies, so 
that they may know of our activity in 
this direction. 

Irrigation has proved itself eco- 
nomically sound on many crops and 
under many conditions. This solidly 
proved field assures that irrigation is 
here to stay. A great deal of experi- 
mental work remains to be done to 
determine the practical limits up to 
which irrigation can be advanta- 
geously used. Cultivating the well 
proved field, and extending its areas, 
will inevitably be of great profit to 
the farmers, to our nation, and to the 
participating banks. 


FARM SERVICE 
DEPARTMENT 


CONTINUED FROM PAGE 41 


farmers, dropping in on rural banks, 
and having a cup of coffee with men 
working in farm advisory and exten- 


| sion jobs, more and more farms came 
_to us for management. Within a 


couple of years he was so busy with 
farm management that he had rel- 
atively little time left for the service 
calls originally planned to build up 
our contacts with bank customers in 
the country. What it amounts to is 
that he had worked himself out of his 
original job. Work yielding fees to the 
bank had elbowed the free service out 
of place. 

So we found another man of appro- 
priate background, training, and per- 
sonality to help in the department. 
Clifford McConnell, as assistant man- 
ager, took over some of the farm 
management, and likewise some of the 
farm visitation and advisory jobs. 
Gradually, the story repeated itself. 
Both men became so occupied man- 
aging an increasing number of farms 
that once again the purely service 
aspects of the work had to be slighted. 
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That is where we stand today. We 
have just moved into new banking 
quarters, with space in which to ex- 
pand the farm department. We intend 
to add a third man as soon as possible, 
and then see whether the cycle once 
more recurs. In a sense it is frustrat- 
ing, but we cannot feel unhappy about 
it since each time it happens we are 
in the pleasant situation of having 
more earnings than before. Eventually, 
though, we intend to get into a posi- 
tion where we can have the equivalent 
of at least one such man’s time de- 
voted to uncompensated service. 


Parteners number of the 
farms in our territory are absentee 
owned. Corn is the basic crop, raised 
for feeding to beef cattle, dairy cattle, 
and hogs. To the east of town—there- 
fore nearer to Chicago and the big 
fluid milk demand—dairy farming pre- 
dominates. To the west, the proportion 
of beef cattle increases with each ad- 
ditional mile. Land here is too valuable 
for cattle-raising, and so practically 
all of the steers and heifers are pur- 
chased at Western points and shipped 
in for feeding. 

This type of agriculture presents a 
wide-open chance to use farm credit 
profitably—and, conversely, offers the 
bank an excellent chance to serve and 
earn by loaning to the farmers. Our 
most important single classification of 
loans and discounts is agricultural 
loans, and the largest single sub- 
division consists of feeder loans. 

To farm owners—whether farm 
operators or landlords—who own their 
farms free of encumbrance we or- 
dinarily extend an open line of credit 
according to what their net worth 
entitles them. To equity owners, we 
may extend a limited open line of 
credit as circumstances warrant, but 
usually make feeder loans under chat- 
tel mortgage. Loans to tenants are 
almost invariably secured by chattel 
mortgage. Farm machinery and motor 
vehicle direct loans to farmers are 
usually secured, while such notes ob- 
tained through a dealer are backed up 
by the dealer. So-called barnyard 
loans, which with us are relatively 
rare because of the type of farming, 
are ordinarily secured by a chattel 
mortgage covering livestock, machin- 
ery, crops and any other assets. 

One special class of loans that we 
consider part of our community obli- 
gation is for setting up young farmers 
in business. These are really capital 
loans or term loans, and we make them 
for a maximum of three years. Every 
year we select a small number of 
promising young men and loan them 
what they reasonably need. In 1954 
there were three such transactions, 
and two so far this year. Of a recent 
season’s group of these young bor- 
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MODEL 250 
BRANDT AUTOMATIC CASHIER 


Delivery chute type. Coins delivered 
direct to customer upon depression of 
a single key. 


MODEL 150 
BRANDT AUTOMATIC CASHIER 
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tomer by operator following depression 
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SPEEDIEST one POSSIBLE and errors are simply 
IMPOSSIBLE. 
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Coin counting and packaging machines 
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rowers, two ran their loans up to 
$9,000 and the third reached $7,000. 
All three made substantial reductions 
within a few months. For such a loan, 
we take a chattel mortgage on all 
assets and, if it is a dairy operation, 
take an assignment on part of the 
milk checks. We never have had a col- 
lection loss on one of these young 
farmer loans. 


UR farm management activities 

have produced a worth-while vol- 
ume of banking business, both deposits 
and loans. The landlord for whom we 
manage a farm looks to us to finance 
his half of livestock purchases, as well 
as to advance other principal amounts 
he may need to put into the operation. 
Only one of our entire list of land 
owners pays for such purchases out 
of his own funds. More than half of 
the landlords keep checking accounts 
with us, even though many of them 
live at remote points. 

From time to time our farm service 
manager succeeds in snatching an 
afternoon away from farm manage- 
ment and goes driving down the coun- 
try roads, visiting farmer customers 
of the bank. Every business day, ex- 
cept during the farmers’ busiest sea- 
sons for field work, anywhere from 
two to half a dozen farmer customers 
drop in to ask specific questions and 
discuss specific problems. Telephone 
calls are somewhat more frequent, 
covering questions all the way from 
fertilizer and feed supplements to our 
opinion of the probable trend in the 
market for beef cattle. 

Each month we publish the bank’s 
Farm News Letter, which the depart- 
ment manager writes and signs. It 
is mailed to all of the bank’s farm 
customers, as well as to all other cus- 
tomers such as implement, livestock, 
feed, and fertilizer dealers, who have 
a direct interest in agriculture. It is 
duplicated on a special letter-size sheet 
of white paper printed up with a spe- 
cial heading in red ink. 

Essentially, it consists of the best 
bits of technical information that the 
editor has encountered recently, bear- 
ing on the farmer’s timely problems. 
For instance, the April issue was 
largely devoted to the subject of cattle 
feeding. It noted that the number of 
cattle and calves on feed is estimated 
to exceed the year-ago total by 12 per 
cent. There was a discussion of the 
use of stilbestrol in feed for fattening 
cattle, including results of experi- 


| ments by the University of Illinois on 


the new hormone. An early scours 
preventive developed by the Univer- 
sity of Wisconsin, and called a prac- 
tical solution to the nation’s top 
killer of purebred dairy calves, was 
also singled out for attention. A final 
topic in the April issue explained how 
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to apply aldrin and similar new chem- 
icals to protect against corn root in- 
sects. 

Each issue of the Farm News Let- 
ter contains equally solid factual mat- 
ter about new and improved agricul- 
tural products and methods. As a 
consequence, it is eagerly read by a 
substantial fraction of all farmers in 
our trade area. 

Through the years that this depart- 
ment has been functioning, its repu- 
tation has spread considerable dis- 
tances. So, in consequence, has the 
bank’s business. Just this morning, 
as we were working on drafting this 
article, there came a telephone call 
from a young man who owns a farm 
some distance from us. He is employed 
in an industry where he works several 
consecutive days, then has_ several 
consecutive days off. In consequence, 
he devotes a good deal more time and 
effort to his farm than do most ab- 
sentee owners. This morning he called 
to arrange a loan for a lot of young 
beef feeders he was buying, a sub- 


stantial transaction which we are very | 
happy to obtain. He lives about 50 : 


miles away, but he keeps his checking 
account with us also. It is easy to 
count up several worth-while custom- 
ers of-the same general type, folks 
whose deposits and notes would go 
elsewhere if it were not for our farm 
service department. 

Occasional samplings of our cus- 
tomer list convince us that our orig- 
inal surmise was correct when, sev- 
eral years ago, we decided that we 
were not getting all of the farm busi- 
ness that -we should have from our 
territory. Our proportion of farm 
customers in the trade area increases 
steadily, and the average business ob- 
tained from farm customers also 
moves in the right direction. 

Now that we are in a new building 
and can increase our farm service 
staff, we anticipate a further satis- 
factory increase in both our farm 


business earnings and in the warmth ~ 


of our relationship with farm cus- 
tomers. We are confident of this be- 
cause we intend to deserve it. 


PUBLIC RELATIONS 
PROGRAM 


CONTINUED FROM PAGE 45 


other employee gathering places. Each 
poster, 14 by 17 inches, printed in 
full color, capitalizes on the human de- 
sire for self-improvement. Each sets 
forth the basic elements of personal 
popularity. The over-all purpose is to 
create more harmonious customer and 
personnel relations for the banks. 
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The manual counting and im- 
printing of the many paper items 
necessary in today’s offices and 
factories is an expensive operation, 
however hidden the cost! 

Now, with the remarkable elec- 
trically operated Tickometer, this 
expense can be greatly reduced. 

The Tickometer counts up to 
1,000 pieces per minute— labels, 
slips, tickets, tags, cards, currency, 
coupons, checks, etc. Gives whole 
or partial counts. And, withal, it’s 
so accurate, banks use it to count. 
currency! 

The Tickometer can optionally 
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Counts 


10 times as fast 
as you can! 


(Optionally imprints or “rubber stamps” 
at speeds up to 1,000 a minute!) 


be equipped to date, code, cancel, 
“rubber stamp’’—or otherwise im- 
print, as it counts. Manufacturers 
of food and drug products use it 
to prevent imitations, to identify 
origins, inspectors, factory lots— 
quickly, unobtrusively, cheaply. 

Rented, as well as sold, the 
Tickometer is serviced from 22 
service points, coast-to-coast. Ask 
the nearest Pitney-Bowes 
office for a demonstration. 
Or send the coupon for a 
free illustrated booklet 
and a folder of case 
histories, 





1 PitNeY-BoweEs, INc. 
8125 Walnut Street 
Stamford, Conn. 


0 Send Tickometer booklet 
0 Send case studies 
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SANTIAGO 
ele CUBA 2 


This Bank’s 18 offices, located in the 
nine principal cities of Cuba, permit us 
to carry out transactions for you —effect- 
ively and without delay—in any part of 


the country. 


For information, write or wire: 


The Trust Company of Cuba 


Head Office: / Obispo 257+ Havana, Cuba 
Resources exceed $150,000,000 
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mere fraction of present replacement 
cost. This equipment has hardly be- 
gun to give its full lifetime of 
service. A remarkable opportunity to 
expand your safe deposit facilities. 





Over 3000 Safe Deposit Boxes with Locks 


@ Sections of large-size boxes (5 x 10 x 21” 
to 222 x 242 x 21") 20 and up to 
the section. 


@ Sections of small-size boxes (4 x 5 x 21” 
to 5x 6x 21”) 128 and up to the section. 


@ Locks are standard with guard key, cus- 
tomer key, Locks also available sepa- 
rately. 


@ Each box equipped with inner box for 
valuables. 


Vault Door Also Available 


@ Frame suitable for opening 1° thick x 


Offering boxes and vault door at a 
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Picture the name of your bank in enduring 
bronze . . . the names of your personnel 
in handsome desk plates of the same digni- 
fied metal. 


Let us show you how we can give you 
the very finest signs, desk plates and bul- 
letin boards to suit your every need .. . at 
most economical prices. 





4. Workshops. Last month, and ear- 
lier this year, the Foundation con- 
ducted a series of regional workshops 
designed to dovetail statewide efforts 
of the Foundation to the public rela- 
tions activities of banks at the com- 
munity or individual bank level. Sev- 
eral hundred bankers turned out for 
these meetings. The heart of the work- 
shop sessions was contained in a new 
public relations audit. 

5. Public Relations Audit. This pro- 
gram, unveiled for the first time at the 
workshop sessions, is a forty-page 
check list type of report dealing with 
customer relations, business develop- 
ment and public relations programs 
for individual participating institu- 
tions. The public relations audit deals 
with such matters as personnel, stock- 
holders, directors, officers, and custom- 
er accommodations. Other check lists 
deal with developing commercial loans, 
installment loans, and farm credit. 
Still another section pertains to cor- 
respondent bank relations, govern- 
ment agencies and a bank’s advertis- 
ing and publicity programs. 

6. Theses Library. A series of “How 
To Do It” case studies dealing with 
various problems confronting a bank 
in public relations has been formalized 
into a theses library. The case studies 
were culled from hundreds of such 
studies submitted to the NYSBA’s 
Bankers School of Public Relations 
which is held annually at Syracuse 
University. These studies, which cov- 
ered such matters as the “Open 
House,” employee relations, and busi- 
ness development are available on a 
loan basis to member banks. 

7. Speakers Bureau. To assist mem- 
bers to become more articulate in their 
communities the Foundation estab- 
lished a Speakers Bureau and made 
available, in cooperation with the 
A.B.A., a series of seventeen prepared 
speeches designed for just about every 
type of audience a banker would be 
called upon to address. Speeches deal 
with commercial banking’s various 
services, as well as with the contribu- 
tions of banking to our economy. In 
addition to the full text, the speech 
kits come complete with speech out- 
lines for more spontaneous local de- 
livery and news releases for local 
newspapers. As part of this speakers 
program, the Foundation has also 
available a series of banking films, 
kinescopes and tape recordings which 
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junction with a flannel board presen- 
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@ Manufacturer: York Safe & Lock Co. 
Lock: 3—120 hour time-lock movements. 





@ Also: Inner door of steel bar construc- 
tion. 
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THE MANHATTAN STORAGE 
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sion led by a local banker. 


8. Publicity. The Foundation under- 
takes to present constructive Associ- 
ation policies, services, and activities 
in newspapers and other publications, 
and maintains liaison with news wire 
services, magazines, radio and tele- 
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ready source of factual information 
about commercial banking in New 
York State for authors, writers and 
publishers. A complete program for 
the state’s press is now being formu- 
lated and will be announced shortly. 


How It Was Done 

Radio and television activities were 
a new and unexplored field of the As- 
sociation’s Educational Foundation. 
A tremendous organizational job was 
essential to set the program into oper- 
ation. First it was necessary to as- 
certain names of individuals at each 
radio and television station in the state 
which would offer the Foundation an 
outlet for its public service material. 
It was not enough just to learn the 
names of the individuals but we also 
had to ascertain the type of program 
conducted, time of day presented, and 
particular audiences reached. Numer- 
ous person-to-person contacts and 
visits with station people were made 
to find their likes and dislikes, source 
of material used and formula for ac- 
ceptance. 

Many radio and television stations 
are in the market for public service 
material; however, you must be very 
careful in what you say and how you 
say it. The line between public service 
and commercialism is a fine one. Ma- 
terial must be informative, helpful 
and of interest to the listener. It must 
not, as one station manager put it, 
simply parrot the bank’s advertising 
message. It should be borne in mind 
that at no time are the Foundation’s 
radio and television or newspaper pub- 
licity programs designed to replace 
individual bank advertising or pro- 
motion. The Foundation’s program is 
designed to present an umbrella un- 
der which individual institutions may 
use hard selling advertising space 
messages and techniques. 

Our philosophy in solving this prob- 
lem was simple. We are endeavoring 
to establish banks as the financial 
centers of the community. Just as a 
person turns to a doctor for medical 
advice, a lawyer for legal advice, so 
too, he should turn to his banker for 
financial advice. 

Our script material has been geared 
to the housewife and the farm family. 
Why, you may ask? First, the oppor- 
tunity for obtaining public service 
time is best during the morning and 
afternoon hours when most local shows 
are presented. Stations have limited 
evening time because of the press of 
network programs. Second, we all 
know that it is the woman who con- 
trols the purse-strings and does most 
of the family banking. She is the day- 
time listener. The farm audience was 
selected because of the large farm 
population in New York State. Both 
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POST-TO-CHECK USERS REPORT 
PERSONNEL SAVINGS AVERAGING 


THESE ARE USERS FIGURES! 


From banks which have Post- 
To-Check in everyday use, 
and are getting the savings 
mentioned, plus... better 
control, more usable floor 
space, higher employee mo- 
rale, fewer errors, and an 
even daily work load .. . with 
a lower capital investment! 





YOUR £c Febute REPRESENTATIVE HAS ALL THE FACTS! 


He carries the most complete Post-To-Check portfolio available. 
The full story, operational diagrams, current users facts and 
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STEEL STORAGE 
FILES 
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() PECO—McClintock Chime Clock 
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PROTECTING BANKS FOR 49 YEARS 
PECO—Automatic Vault Ventilator 
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PECO—Drive-in Fixtures 
SOLVE PARKING PROBLEMS 


PECO—Walk-Up Wickets 
IGHLY APPRECIATED PEDESTRIAN SERVICE 


[]) PECO—Automatic Hydraulic Sewer Valve 
PROTECTS RECORDS AGAINST FLASH FLOODS 


-) Vault Doors 
C) Safe Deposit Boxes 


PROTECTION EQUIPMENT 
COMPANY, INC. 


2922 Emerson Avenue South 
Lake Street Branch P.O. Box 96 
Minneapolis 8, Minnesota 


Without obligation, please send me full in- 
formation on the items checked above. 
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BANK CHECK SORTER 


For daily sorting in bank bookkeeping de- 
partments the Kohlhaas Bank Check rter 
will outperform any manual sorter on the 
market in Specd, Ease-of-Operation and Ac- 
curacy. Has all of the operator designed 
features for improved sorting efficiency. Avail- 
able with Alphabetical and Name Guides to 
suit your requirement. 
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types of programs eat up volumes of 
material daily. The task the people 
conducting these programs have in 
amassing interesting material, in some 
cases to fill one or two hour shows 
daily, is almost herculean. High level 
public service material is most wel- 
come. 

Another technique was the estab- 
lishment of a monthly newsletter en- 
titled “R. F. D. Gazette” which con- 
tains a collection of news items for 
exclusive use of commentators broad- 
casting to the farm audience. This 
newsletter is distributed to all radio 
stations throughout the state. 

To meet the needs of women’s 
shows, the Foundation solicited the 
cooperation of the National Associa- 
tion of Bank Women, some members of 
which volunteered to appear on radio 
and television. In all cases the pro- 
grams were unrehearsed and usually 
followed a pattern. To help the com- 
mentator during the interview, the 
Foundation usually suggested a line 
of questioning about banking, women 
in banking and financial advice to the 
housewife. Resulting interviews could 
boil down to simple question and 
answer sequences. The Foundation 
has also distributed numerous scripts 
with a “woman angle.” Each script 
ranging from thirty seconds to three 
minutes is designed to convey one 
thought about banking or finance to 
the listener. 

The Foundation also has under way 
an “experiment” in the city of Roch- 
ester to develop radio and television 
programs which may be adapted for 
use in other areas of the state. It is 
expected that as a result of this ex- 
periment special “package shows’”’ will 
emerge and be available for use by 
banking institutions. 

Already the Foundation has written, 
narrated and tape recorded a fifteen 
minute “money management’ pro- 
gram and has published a series of six 
outlines for scripts on money man- 
agement. 

Activities in Rochester were re- 
cently brought to a climax with a 
series of two one-half-hour television 
programs dealing with “How to Buy 
a House.” The program was in the 
nature of a panel show and included 
local bankers, builders, attorneys and 
representatives from the University 
of Rochester. The show was pro- 
grammed as a direct result of the 
Educational Foundation’s efforts. 


Plans for the Future 

We have endeavored here to high- 
light some of the Foundation’s activi- 
ties. There have been others, and 
there are others in the works. Our 
policy, since the beginning, has been 
to report on activities only when they 
are accomplished. One unfortunate 
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aspect of any public relations program 
is that so many of its activities are 
in the nature of intangibles. 

In the months ahead the Foundation 
will not only strengthen its present 
activities but will broaden its horizon 
to include other spheres and media 
of influence. 

In October the Foundation will con- 
duct a statewide “Know Your Bank 
Week.” 

Also this fall a major upstate city 
is expected to present a series of eight 
one-half-hour television shows dealing 
with family financial planning. The 
shows will feature bankers from vari- 
ous local commercial institutions. The 
series is expected to be developed in 
cooperation with one of the state’s 
leading universities and will present 
“live” shows dealing with Personal 
Money Management, Using Your 
Bank, Financing a Home, Credit for 
Business, Farm Credit, Wills, Invest- 
ments, Banking Services, and Careers 
in Banking. The exact nature of each 
program is being worked out. This 
series is expected to set a pattern for 
similar public service telecasts in each 
of New York’s major population 
centers. 

A New York City television station 
has also. indicated willingness to run 
a similar series of financial money 
management shows which will be kine- 
scoped and suited to presentation be- 
fore civic clubs, schools, colleges, 
P. T. A.’s, as well as for forums in 
bank lobbies. A number of other radio 
and television, newspaper and maga- 
zine developments are in the offing, 
but it has been the policy of the Edu- 
cational Foundation to report them 
only when they are accomplished facts. 
Every effort has been made to avoid 
predicting what the Foundation is 
going to do. It has been our policy to 
let the record speak for itself. 

In conclusion then, the Educational 
Foundation of the New York State 
Bankers Association operates on the 
philosophy that individual banks are 
doing a magnificent public relations 
job. There is hardly a day goes by 
that one could not write several thou- 
sand words about what banks are do- 
ing in their localities. For instance, a 
recent check in New York State re- 
vealed that our agricultural key 
bankers alone attended over 400 meet- 
ings in furthering farmer-banker re- 
lations. This can be multiplied many 
times. It is the Foundation’s purpose, 
in its public relations program, to 
assist local institutions in their public 
relations activities and to give their 
collective efforts a voice. 

If any of the other state associa- 
tions, or individual banks, have ques- 
tions concerning any phase of the 
Foundation’s program, we will be very 
happy to endeavor to answer them or 
to be of any assistance possible. 
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He's been sitting like that ever since he 
eliminated check canceling labor costs 


The self-satisfied banker above has 
a right to be pleased with himself. 
He was alert enough to institute a 
check canceling system that elimi- 
nated labor costs. 

His solution was simple. He merely 
instructed each bookkeeper to cancel 
her own checks on a Cummins Per- 
forator. 

He simply said O.K. girls, while 
you’re stretching and relaxing after 
you’ve balanced, walk over to the 
nearest Cummins 300 and stick in the 
checks you’ ve posted. It worked beau- 
tifully. The individual bookkeeper 








had complete responsibility for all 
paid items until they were canceled. 
(This either eliminates the cost of a 
central canceling department or re- 
duces personnel in the filing depart- 
ment.) The banker was able to get 
both bookkeeping and check cancel- 
ing done for the price of the book- 
keeping alone. 


Here are some indisputable statistics: 

®@ combining perforation with bookkeep- 
ing eliminates check canceling labor 
cost and strengthens internal control 

®@ perforation separately costs 8.3¢ per 
thousand checks 

@ machine face canceling costs 22.4¢ per 
thousand 

®@ microfilming in conjunction with face 
canceling costs 57.4¢ per thousand 


If you would like the full story on 
these costs, and information about 
other Cummins Perforator features, 
mail coupon below. 


Cummins Check-Canceling Perforator 
punches holes you can read in 20,000 
checks an hour. These holes can’t be 
erased, altered or obliterated. 


CUMMINS BUSINESS MACHINES 


_(@] Camumins — 








Division of Cummins-Chicago Corp. 
Dept. BC-65, 4740 N. Ravenswood Ave., Chicago 40, Ill. 


Please send me full information on Cummins Check Canceling 
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PO TUBULAR  \_ 
COIN WRAPPERS 


The ‘POP-OPEN’ WRAPPER 


THEY OUT PERFORM 
ALL COMPETITION 


SAVE 25% OF TIME IN MACHINE FILLING 


They save 25% of time in machine filling — the purpose for which they are designed. A 
press of the thumb and finger and they pop open instantly, yet pack flat—1000 of a 
denomination to a box—for saving storage space. Used by thousands of banks every- 
where, they are the perfect tubular coin wrapper, out-performing all competition. In 
six colors for six different coins. 
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SEND TODAY FOR FREE SAMPLES 
* 


The MANUAL COIN COUNTER 


Saves time and speeds up counting of pennies, 
nickels, dimes, quarters and halves. Just push 
tubular wrapper up inside of Bakelite stem, 
holding bottom closed with finger. Count coins 
into hopper. Pull wrapper from bottom and 
crimp ends. In five sizes. 


COMES WITH 
SET OF 5 SIZES 


The €. L. DOWNEY CO. 
HANNIBAL, MISSOURI 











dime and 
































quarter savers, 
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printed in 
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Answers the "Wraps" 


Put away, the 
Checkerette 
stores like a 
folding chair. 
Needed, it can 
be carried to the 
spot and set up 
in a few min- 
utes, without 
tools. Made of 
heavy gauge 
steel and dur- 
ably construct- 
ed, it stands rig- 
id in use. Two hat shelves and 4-foot bar 
for coat hangers (or 32 straddle hooks) 
that can be assembled at heights for chil- 


dren, adults or long robes. Ideal for AUDITOR NEEDED ‘IMMEDIATELY 





SAMPLES AND PRICES ON REQUEST 


WILLIAM EXLINE INC. 


1270 ONTARIO STREET, CLEVELAND en OHIO 

















Enduring Bronze 


BANK SIGNS 


Desk Plates @ Bulletin Boards 
Finest Quality — Lowest Prices 
Write for FREE Catalog 


Architectural Bronze Corp. 
2336 W. Belmont, Chicago 18 

















ia oat oe See ae oe si $70 million Southwestern Bank. Must be capable 
schools, churches, factor ies, offices, homes, of initiating and supervising complete internal 
coffee shops—for parties, luncheon groups audit program, Excellent working conditions 

‘ : and management cooperation in fast-growing 
—for stand-by or permanent installations. bank with liberal profit-sharing plan. Send 


complete resume including picture and present 
salary. Write Box 418C, Burroughs Clearing 















House. 
® Se — ——— 
— WHY PASS UP EXTRA COMMISSIONS? 
3 Bicotor industrial Stationary and portable Leodis uf 
and institutional wardrobe equip Wardrobe and Locker Racks telellale Mm clot eielele) Miaslels acturer now has 
ment and complete checkrooms for the office and the home several territories open for ‘aggressive 
men calling on banks to sell all types of 
Write for Catalog CT-15 passbooks and pocket check covers. Com 


NISSION Dasis 








WILLIAM EXLINE INC. 
VOG E L-PET E 4 Ss oO N Cc a ONTARIO BLDG. « CLEVELAND 13, OHIO 


1121 WEST 37th STREET * CHICAGO 9, U.S.A. 
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MR. CLUTCHBILL 
PINCH HITS 


CONTINUED FROM PAGE 49 


when the bus rolled with a regal swag- 
ger onto the ancient ball park at Lo- 
cust Village which had turned out to 
the last man. And cars were now 
constantly pulling in from Ferndale 
Village. 

With determined step the Billboys, 
led by Director Clutchbill, went di- 
rectly to their bench on the left and 
squinted keenly across to the Coinbags 
roosting on the rival bench at the 
right-hand side. 

It was evident that the thunder 
shower had done the diamond no good. 
There was a puddle of water at the 
home plate, at each base, and the 
pitcher’s mound held several ponds. 


HE batteries began warming up, 

and Mr. Clutchbill left the Billboys’ 
bench to walk over, present his regards 
to President Yocum of the Locust 
Trust’s Coinbags, examine the umpire, 
and toss out polite kindnesses before 
the fray. 

The old director instantly discovered 
and bowed regally to the umpire of 
the coming battle. He was what might 
be called a pre-historic resident of the 
ball grounds, for his back yard fringed 
the left field. His history in brief was 
known to Mr. Clutchbill: Topaz Tara, 
by birth once removed from Dublin, 
house-painter in the low 60’s. It will 
take longer to describe his living por- 


' trait. A thin citron-colored mustache 
| hung low like an eavestrough on the 


very edge of his upper lip. On his 
thin nose rode shell spectacles with 
rose-colored lenses. Behind them were 
two eyes as pale as those of a cod fish. 
His upper frame was carried with 
bent-back shoulders as stiff as those 
of Rameses, the Second. 

“The grounds seem a little damp,” 
said Mr. Clutchbill in a cordial voice. 

“A little oily,” admitted Topaz with 
a rattling wheeze in his throat as he 
arranged his ski cap so that the long 
peak hung off in the official rear posi- 
tion. 

Topaz took a look at his watch. It 
was on the dot of 10. He began walk- 
ing round the edge of the frog pond 
at home plate as though looking for 
the bathing beach, and crying out in 
a thin, watery rattle: 

“Batter up; Batter up-p! !” 

While President Yocum, the first 
batter of the Locust Trust Coinbags, 
was spreading his rotund two hundred 
pounds around with a fist full of four 
bats to loosen his arms, Mr. Clutch- 
bill hastened to the home bench. 

“Eat ’em alive!” he squalled grimly 
at Cashier John Atwood who was 
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moving out to the pitcher’s mound. 

In the hush while the gallery was 
sizing up the Ferndale team, John got 
a death clutch on what was then a dry 
ball, and sent over an underhand sling. 

President Yocum lashed at it as 
though he would send it clear up to 
Ferndale Village and through the 
Ferndale National’s front window. 

Over-eager, he cuffed it on its lower 
pants, sending backward a spinning 
foul. 

Instantly Willie Dexter, the Fern- 
dale catcher, with upturned beak wide 
open and his legs twinkling over the 
ground like an alarmed spider, grabbed 
it somehow with one hand amidst a 
fanfare of Ferndale auto horns blown 
by the visitors. 

The next batter, forking his bat 
around as though brushing off a nest 
of hornets, struck out as neatly as 
though the village clock had tolled 3. 
And the third batter, cuffing out a 
catty slow bunt to Cashier John, was 
an hour late when he went over first 
base like a ghost in a cloud of flying 
spray. 

It will go down in the history of the 
Billboys-Coinbags series that the last 
half of the first inning, Ferndale bat- 
ting was a lulu. Hitting with the regu- 
larity of a buck wheat flail, long frisky 
grounders and fancy flies shot across 
the diamond, chased by skidding play- 
ers. And during the interval, lighted 
by the agonized bellowing of President 
Yocum of the Locust Trust, a chariot 
raee galloped ’round the bases until 
5 runs had been tallied on the board 
behind Mr. Topaz Tara, who was 
bawling orders while clawing mud off 
his rose-lensed spectacles. 


T was now that a most singular 

aftermath occurred. With the Fern- 
dale Billboys 5 runs to the good, seven 
frantically fought innings crawled by 
without a score on either hand. Sev- 
eral times the Locust Trust Coinbags 
filled the bases, scaring Mr. Clutchbill 
into utter silence. But each time some 
noble knight of Ferndale rose to the 
top of a frog pond wave to cut off the 
inning with a zero. Each time Mr. 
Clutchbill moved among his men, hiss- 
ing: 

“Hold ’em... just hold ’em! ! We’re 
five ahead!” 

But the first half of the ninth came 
in with the Locust Trust’s Coinbags 
batting, and batting is the right word. 
Whether pitcher John Atwood was 
fading under the strain will never be 
known, but every Coinbag pasted out 
a fly or grounder as hot as a water- 
logged ball could be. The bases filled. 
There was confusion. Ferndale bank- 
ers sat down in frog ponds of flying 
spray, fished around and rose with a 
dripping ball . . . but always too late. 
Fielders waddling for a ball were 
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Signature card filing application 
proves highly successful in elim- 
inating lost time and motion ... 
giving customers faster service 
«++ promoting good will. 


Four years ago, The Omaha Na- 
tional Bank of Omaha, Nebraska, 
replaced its signature card filing 
equipment with a battery of four 
modern Revo-Files. 


This installation houses over 20,000 
signature cards which must be re- 
ferred to constantly by busy tellers, 
bank officers, accounting department 
clerks, bank-by-mail department 
clerks and other employees. Accord- 
ing to Mr. L. C. McVea, Vice-Presi- 
dent, it has resulted in “substantial 
savings” in time for all these people 
and actually paid for itself within the 
first two years. In addition, it has 
helped promote good will among the 
bank’s customers by speeding up 
service at the tellers’ windows. 


“We feel that these Revo-Files have 
been the best investment in the way 
of equipment that we have made in 
recent years,” says Mr. McVea. “Our 


Omaha National Bank Saves Time 
and Money with Modern Revo-Files 





Mr. L. C. McVea, Vice-President of the Omaha National Bank, inspects battery of four modern Revo-Files, 


signature cards can be looked up so 
quickly that we never have a traffic 
jam at the files, and we have never 
had any service trouble whatsoever.” 


* * * 


If your bank has 3,000 or more signa- 
ture cards, credit cards, mortgage 
records or other records which must 
be referred to constantly, why not 
check over the many Revo-File ad- 
vantages listed in the box below? 
Send for our special folder, too. See 
why Revo-File is. the world’s finest 
rotary.card file . . . how it can help 
save money and time for your bank. 


WHY REVO-FILE IS THE 
WORLD'S FINEST ROTARY FILE: 


e Uses your present records. No costly 
changeover. 

¢ Takes less floor space. 

Cards not attached to wheel... all are 

removable. 

Increases production. Reduces Overhead, 

Cannot lose or damage records. 

Reduces clerical fatigue. Improves morale. 

Mobile. Can be moved where needed. 

Manval and automatic electric selection 

models operate at convenient desk height, 

Hi-Boy model at easy standing height. 
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WORLD'S FINEST ROTARY CARD FILE 


Another fine product of 


* Mosler Safe ~~” 





Department BCH-6, Revo-File Division 
The Mosler Safe Company 
320 Fifth Avenue, New York 1, N.Y. 


Please send me your free illustrated folder giving full 
details on Revo-File, world’s finest rotary card file. 


NAME 
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slowed down by wet pants that hitched 
them like ground anchors. Director 
Clutchbill stood up and sat down on 





FOR 55 YEARS 


landa ud 


WHEREVER MONEY 
IS WRAPPED 


WINDOW 
COIN WRAPPERS 


Self-registering window 
shows proper amount and de- 
nomination printed in green. In 
two sizes: 






#901—234,” wide #950—4"” wide 
25¢ Pennies 50c Pennies 
$1 Nickels $2 Nickels 

3 Dimes $5 Dimes 
$5 Quarters $10 Quarters 
$10 Halves 


#950 may also be printed in $20 Dollars 


WORCESTER 8, MASS. 
A Complete Line of Money Wrappers 





precision-made 
machine and 
hand posting 
passbooks 








“PHONE CONVERSATIONS 
OVERHEARD" 
“OFFICE QUIET—HOW IT 
BENEFITS YOU" 
“BETTER PHONE HEARING" 


These brochures free on request 
Based on 32 years experience 
Hush-A-Phone Corp. 

65 Madison Ave., Suite 777, N.Y.C. 16 
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the home bench so fast his grey goatee 
looked like a waving palm fan. When 
his team crawled in, almost on all 
fours, 5 runs had been chalked up for 
the Locust Trust Coinbags. The score 
was tied. President Yocum shook his 
bat in Mr. Clutchbill’s face and danced 
like an Indian. There would have to 
be another inning, unless Ferndale 
squeezed in one run in the last half of 
the 9th. 


T had been the last tying run of the 

Coinbags that agonized Mr. Clutch- 
bill. A pop fly had gone up and Mr. 
Spearhawk of the Billboys had caught 
it like a wet sponge. He had held 
it for a whole minute, claimed the old 
director with a watch in one hand. 
Then Mr. Spearhawk had skidded and 
sat down in a pond. The shock of cold 
thunderstorm water on his stern had 
caused him to open his mouth and also 
his hand .. . and the ball dropped out. 
But Topaz, the umpire, wouldn’t allow 
a fair catch. 

“Pull out Spearhawk and put me 
in!” ordered Mr. Clutchbill as the 
Ferndale team came to bat in the last 
half of the 9th. 

The old director grabbed up three 
bats and began loosening up as though 
with Indian clubs. There were two 
batters ahead of him, and he could 


| hardly wait. 


And now intoxicated by their string 
of runs, the Locust Trust team fizzed 
with life, skimming here and there on 
the slippery diamond like water bee- 


| tles. The first Ferndale batter struck 
| out, the next hit a pop fly which was 
| instantly grabbed in. 


Mr. Clutchbill stepped angrily to the 
plate, looking out on three empty 


_ bases. 


A cat-call came from President Yo- 


| cum of the Coinbags: 


“Better take two bats, Clutchbill!!” 
The old director ran his toes into 
the soggy ground, anchoring himself 


| for a mighty swipe. 


It was coming . . . coming! 
Mr. Clutchbill wound his long legs 


into a corkscrew. 


An angry, blinding, water-flying 
blur appeared in front of him. Speed- 
ily unwinding, he struck like a cobra. 

There came a devastating “plop” as 
when a damp squab falls to earth. 

No sound came from the bleachers. 
Their jaws were locked with wonder, 
shutting wind from their gullets. 

The ball, shaking off spray like a 
shivering water spaniel, rose into the 
heavens. Once it seemed to turn and 
look back in alarm as though leaving 
the world. It then seemed to be drawn 
upward and onward by someone lean- 
ing out of heaven. 

It soared on and on. It cleared 
Topaz Tara’s garden fence bridging 
off left field. 





People sitting spellbound in the 
bleachers heard a distinct crash of 
glass. They stood up and strained 
their watering optics. 

In Topaz’s back yard sat a latched 
rabbit warren with one window. When 
Mr. Clutchbill’s fly annihilated the 
window the white rabbit inside came 
out like a jet bomb, thankful for the 
hand that had let him loose at last. 

Near the rabbit warren, Topaz’s 
tabbit hound, Hector, heretofore in 
dreamland, rose up stiff-legged with 
every hair standing. His dream had 
blossomed. There was a rabbit...a 
real rabbit. He hauled in his ribs and 
let out an entire chain of hysterical 
screams in every key of the octave. He 
dove for the rabbit and missed the 
lightning-like dodge of the agile ani- 
mal. Ki-ying in frustrated woe at the 
leaping, baffling white ball of fur, Hec- 
tor entered a race that would have 
made Nero fall over the marble bal- 
cony of Rome’s tallest arena. 

The bleachers, benches and both 
teams, headed by umpire Topaz, came 
down left field like a herd of buffalo. 
They arrived just in time to find a 
frantic Locust Trust player, after a 
long hunt, picking a water-soaked ball 
out of the rabbit warren. 

Topaz leaped the fence and finally 
grabbed the hound by a hind leg, and 
dragged him down cellar. 


HE crowd then, like a victorious 

-army, posted hurriedly back to the 
battlefield. They found one lone soldier 
there—Director Clutchbill—standing 
on home plate like the Minute Man 
of our glorious past. 

He pointed admiringly to the score 
board where he had chalked up three 
home runs. 

“T’ve been around the bases three 
times!” he informed all in hearing. 
“She now stands at 8 to 5 in favor of 
the Ferndale National’s Billboys.” 

“Three home runs on one hit?” 
squalled Topaz, the umpire. “I shan’t 
allow no such foolishness.” 

“T claim it!” howled Mr. Clutchbill. 

“No-o!! there, ain’t no rule for it. 
You can go clear back to Cooperstown, 
New York, or the Queensbury rules of 
London and find no such off-set.” 

“Of course he can’t have three 
runs,” shouted President Yocum hys- 
terically. 

But a look of admiration had melted 
into Topaz’s bleak eyes behind his 
rose-lensed horn spectacles. 

“Mr. Yocum .. . gentlemen—like 
it or not, I’m... I’m going to give 
that man 2 home runs,” he barked in 
a commanding voice, poking his face 
up to President Yocum. 

“Seven to five in our favor, then!” 
howled Director Clutchbill. “Wring 
out and pull up your pants, boys. 
We’re going home with the pennant!” 
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for Field Warehousing... 


and Be Sure! 


Loan OFFICERS everywhere consider a Lawrence Field Warehouse 


Receipt as much a synonym for “security” as a Certified Check. “They 
if know that $1,000,000 in legal liability and fidelity bonds — in each of 


more than 2500 Lawrence Field Warehouse locations—are back of every 


Lawrence receipt. 


And these bank officers like the way Lawrence does business, The 


. Lawrence IBM Commodity Collateral Report, for example, is electron- 


n, 


ically compiled to keep loan officers always informed on current inven- 


»f tory values. It also reduces the cost of servicing loans. 


Specify Lawrence —and be SURE! 


d LAWRENCE ON WAREHOUSE RECEIPTS 











- « « IS LIKE CERTIFIED ON CHECKS 
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37 Drumm Street, San Francisco, California 
ie 100 N. La Salle Street, Chicago 2,111. © 79 Wall Street, New York 5, N.Y. 


OFFICES 





IN PRINC 


IPAL CITIES 


1S OS ete 
















Spe ee SOS Ss eas FE 





























Direct Sendings now eliminate On special authority, we also hold 
handling by intermediate banks of _—_and enter for immediate collection 
collection items going from all return items. This special han- 
Republic to over 700 key points. dling has resulted in collection of 
This can save days over routine over 90% of N.S.F. items without 
handling. return to point of origin. 
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